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DEALERS CASH IN ON SHOW: 
N. Y. AUTOMOBILE ROW ABLAZE 


EW YORK, Jan. 8.—Synchronization of sales efforts | 

by manufacturers in their displays at the New York 
National Automobile Show this week and the New York 
retail dealers in their showrooms is more marked this year 
than usual, due perhaps to the fact that both car makers | 
and merchandisers realize the utmost in co-operation is | 
needed to spur business at this time. 
— : . pain * Automobile Row along upper | 

| Broadway and its environs is this | 
| week, in fact, an exhibition in itself, 
supplementary, of course, to the 


AUSTIN.CAR SALES 


pan a . The Row has taken on al- 
;most a carnival spirit. 

EW YORK, Jan. 8.—William H.| Dealers in every instance report | 

Weingar, general sales man-| ‘at the automobile show has stim- | 


5 Cents. $12 Per Year. 





VOTE UNIFORM NEW MODEL D 


Bendix Takes Office 
As S. A. E. President 


~NEW YORK, FRIDAY, JANUARY 9, 1931 _ 


ATE 


N. A.C. C. DIRECTORS AGREE 
ON NOVEMBER, DECEMBER 
FOR CAR ANNOUNCEMENTS 


Board Unanimously Adopts Recommendation of 
Committee Headed by Sloan; Change 
Welcomed by Dealers 


EW. YORK, Jan. 8.—Te improve the dealers’ situation 

as it relates to retailing motor cars, directors of the 
National Automobile Chamber of Commerce, at their meeting 
yesterday, upon a report from Alfred P. Sloan, Jr., chair- 
man of the trade promotion committee, unanimously recom- 
(mended that hereafter the industry should announce its 


ee 


ager of the American Austin Car | 
Company, expressed an optimistic 
outlook for the future of the Aus- | 
tin car today. Discussing the cur- 
rent situation Mr. Weingar said:— | 


“We have cut expenses to the! - 


bone, as we realized that the busi- | 
ness depression was going to drag} 


through this winter. We realize | 
that the spring buying of autemo- | 
biles will be necessary before busi- | 
ness in the industry improves ap- | 
preciably. We do not expect that | 
the ordinary February upturn in| 
business may be expected next} 
month, but confidently look for-| 
ward to increased sales about me 
(Continued on Page 10) 


Oldsmobile Dealers Dine; 
Hear Optimistic Report 


~ 


NEW YORK, Jan. 8—The Hotel | 

Astor was the scene tonight of 
one of the most successful banquets 
of show week, when 1,100 Oldsmobile 
dealers gathered to hear plans out- 
lined for the company’s aggressive 
1931 campaign. The guests of honor 
were Alfred P. Sloan, Jr., president 
of General Motors; R. H. Grant, 
vice-president, and D. S. Eddins, 
vice-president and general manager 
of Olds Motor Works. 


J. T. Collins, general sales man- 
ager of Olds, acted as toastmaster 
and he aroused the dealers to en- 
thusiasm when he told them that 
1931 was going to_be a prosperous 
Olds year. Mr. Collins introduced 
Mr. Sloan, who spoke briefly, telling 
the dealers of the opportunities that 
lie ahead of them during the coming 
months. 

Oldsmobile has made its head- 
quarters at the Astor all week and 
has conducted a novel series of con- 
ferences between factory executives 
and dealers. The dealers handling 





|met tonight at the Pennsylvania | 


ulated interest in new cars, that 
attendance in their showrooms has | 
suddenly spurted, and that sales | 
have shown a definite improve- | 


ment. Many persons, they say, be- | : 


(Continued on Page 2) VINCENT BENDIX 


SALE. Holds Annual Dinner; 
Bendix Elected President 


NEW YORK, Jan. 8.—One thou- | society, was in the chair as toast- | 

sand members and guests of the | master and kept the crowd in high | 
Society of Automotive Engineers | spirits with his flow of dry humor. | 
| Mr. Kettering introduced Knute 
| Rockne, the colossus of football, and | 
| the famous Notre Dame coach told | 
the engineers how the principles 
that built good football teams were | 
fundamentally the same as those | 
that made for success in their pro- | 


Hotel for their annual dinner. C. 
F. Kettering, past-president of the 


| fession. 
S) The next speaker introduced by 


oe “ils feeling. was the noticeable FORD WORLD OUTPUT 
racteristi f tk uet last | 
characteristic of the bang as 1,500,010 LAST YEAR 


night. | 
Detroit, Jan. 8—World produc- 
TODAY | tion of the Ford Motor Company in 
| 1930 amounted to 1,500,010 cars and 
| trucks, as compared with 1,948,429 
Sparks from the show Page 2/ in 1929, a decline of 23 per cent. 
Sports page ads bring 
jobs 


in servic€é| December production was 45,032 
; ‘ Page 3/ units, as compared with 54,000 in 
No merchant needs moral courage | November. The company did not 
more than car dealer, says Lewis, announce production for December, 

a ee _,.. Page 3) 1929. 
Edito ri al: “No Crying Towels | While Ford production was small- 
_Needed” p Page 4/ or in 1930 than in 1929, the com- 
Calendar of coming events. . Page 4) pany accounted for a larger share 
Graham-Paige puts ban on high-| of the total last year than in the | 
weno selling Genee'a preceding year. Ford’s share in| 
ne peeing news ages %, 4! 1930 was about 42 per cent., as 
Wholesale news and views...Page 8 against 35 per cent. in 1929. 
REFERENCE TABLES | Announcement was made today 
Cumulative new passenger car reg- | that the Hegewisch plant of the} 
istrations for December....Page 8| Ford company at Chicago has been | 
Current prices of new passenger car | reopened and that 1,500 men have | 
models eR ree Oe Page 9! been recalled to their jobs. | 


| (Continued on Page 10) 


|/new models in November or 


RETAIL DELIVERIES 
OF BUICK CARS IN 
DECEMBER INCREASE 


New York Jan. 8.—Retail deliv- 
eries of Buick motor cars through- 
out the United States during the 
last ten days of December substan- 
tially surpassed the amount which 
had been previously forecast by the 
company, and total deliveries for 
the month of December for the first 
time in several years were greater 
than during the preceding month 
of November. 

This information was made pub- 
lic by E. T. Strong, president, after 
he had studied sales reports sub- 
mitted to him before his departure 


| for New York to attend the Nation- 


al Automobile Show. 

“Judging from the fact that our 
December reports are decidedly fa- 
vorable, and taking into considera- 


| tion the stabilizing influence which 


(Continued on Page 11) 


December each year. 


A 
——- © 


While appreciating that there 
might be a few disadvantages about 


synchronizing the time for an- 
nouncements, and that some handi- 
caps must be overcome, it was 
agreed that the greatest benefit to 
the public, to the dealers, as well as 
to the manufacturers, will develop 
if trade is not disturbed by an al- 
most continuous offering of the new 
models. 4 

A substantial part of the tremen- 
dous cost of tooling up for the new 
models, it is believed, will be elimi- 
nated if all holds to a special time. 

Many advantages are expected to 
accrue with the general support of 
these recommendations of the manu- 
facturers’ organization. 

There will be no disorganization 
of the market during the spring and 
summer season when the selling is 
at its best and when a cleaning up 
of old models would be injurious 
to the trade generally. 

While buying may be slower in 
anticipation of model changes at a 
definite time, the manufacturers 
agreed that less harm will result 
when changes are announced dur- 


(Continued on Page 11) 


Overland Entertains 1,000 
Dealers at Peppy Banquet 


EW YORK, Jan. 8.— Villys-Ov- 
erland dealers and distributors 
to the number of more than 1,200 
gathered tonight in the ballroom of 
the Commodore Hotel for their an- 
nual banquet. George Graham, vice- 
president of Willys-Overland, in 
charge of sales, acted as toastmas- 
ter in his usual effective manner. 
Mr. Graham addressed the as- 
sembled dealers, outlining the 
policies of the company for 1931 and 
the possibilities that lie ahead of 
the retail division. 
N. A. Beardsley, sales manager for 
the eastern division, spoke on the 


necessity for organization in retail 
sales. L. A. Miller, president of the 
company, received a great ovation 
when he arose to speak. He told 
the dealers of what had been done 
at the factory to place operations 
on the most efficient possible basis, 
to give them the improved products 
in the 1931 line. 

After the serious speaking had 
ended Senator Ford entertained the 
diners with his usual happy line of 
“wisecracks.” The entertainment 
feature was the Hollywood Revue, 
headed by N. T. G. as master of 
ceremonies. 


FOR SHOW VISITORS—Automotive Daily News Offices: Editorial, 350 Hudson St., Telephone CA nal 
6-1000; Advertising, 2716 Graybar Building, Telephone MO hawk 4-6388 
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While Show Sun Shines 


(Continued from Page 1) 


come interested in a line of cars 
seen in Grand Central Palace and 
then go to the retail showrooms for 


a more detailed study of the ve- 
hicles . 

Retail show rooms along Broad- 
wav have been decorated especially 
for the national show week and in 
many places of business stripped 


chassis have been placed in opera- 
tion for examination by prospective 
Decorations are a riot 


purchasers. t 
some places and opti- 


of color in 
mism reigns. 

Among the most interesting fea- 
tures of the retailers’ displays are 
showings of separate pieces of 
equipment and parts that are used 
in the manufacture of the cars they 
have for sale. 

GRAHAM-PAIGE 


In some instances dealers 
exactly reproduced in their display 
room the exhibit being made by 
their manufacturers in Grand Cen- 


tral Palace. This is true in the 


case of Graham-Paige dealers. Ac- } 


cording tothe sales officials of this 
company, more people have visited 
their New York show rooms in the 
past three days than in all the 


_——_ 


have 


time since the middle of November. 
Sales are better than in months. 
NASH 

Each display room of the Nash 
sales organization is holding a spe- 
cial exhibit of new convertible 
sedans, models 881 at $1,474, deliv- 
ered, and 871, $1.199, delivered. The 
entire Nash’ sales organization is 
enccuraged by the revival of inter- 
est in new cars and the sales man- 
agers declare every indication points 
to good business ahead. 

AUBURN 

Auburn Automobile Company re- 
tailers reported yesterday that pub- 
lic interest in the new Auburn and 
Cord cars has shown remarkable 
increase this week. Attendance in 
show rooms has gained about 300 
per cent. over recent weeks. Soles 
are about 100 per cent. greater than 
a year ago. 

PIERCE-ARROW 

A gain in the quality of inquiries 
received by the Pierce-Arrow dealers 
and a heartening activity at the 


the 


'Grand Central Palace exhibit are 


cheering the entire staff, local sales 
managers for Pierce-Arrow report. 
There has been an increase in busi- 
ness booked and far better results 
are expected by the end of the week, 
they pointed out. \ 


!in December, 1929. 


STUDEBAKER 


increase in attendance of 


An 





{ 


| 


about 80 per cent. at the local sales- | 


rooms was reported by Studebaker 
officials today. They are inclined to 
discount this early showing, how- 
ever, in view of the fact that they 


have recently moved the rooms to} 
a more centrally located position in | 


the city. They expect that the real | 
| benefits of the show and increased 


advertising will commence to make 
themselves felt when the public has 
had the time to fully digest the 
developments at the show, which 
should be around the latter part 
of this week and teh early part of 
next week. 
WILLYS-OVERLAND 

Willys-Overland sales have en- 
joyed a marked pick-up, officials 
said today. Interest shown at the 
exhibit and at the local salesrooms 
has been better than expected, with 
prospect lists showing an encour- 
aging gain. 


1930 BUILDING PERMITS 
IN DETROIT DECREASE 


Detroit, Jan. 8.—Permits for new 
buildings, additions and glterations 
issued in this oity during 1930 
totaled 15,313, involving an expendi- 
ture of $48,369,293, against 26,554 
permits with expenditures of $100,- 
542,497 in 1929, a decrease of 11,241 


in permits and $52,173,204 in value. | R 
Macauley, Erskine, Chapin, Nash, Chrysler and Brosseau on 


Permits issued in December to- 
taled 613 with cost estimates of 
$2,822,063, compared with 653 per- 
mits and cost estimates of $2,398,630 


| part of the N. A. C. C., not an agreement. 
' would have left the chamber open to prosecution as a trust, 


Uniform Model Date 


s * 7 


Show Attendance 


* . * 


M. E. A. Dinner 


Duesenberg, Salesman 


Fred 


Chris Sinsabaugh— Detroit Editor 


DOPTION of the report of the Sloan committee recom- 
mending that members of the National Automobile 
Chamber of Commerce announce new models in November or 
December of each year instead of stringing through the year 
as now is the case, is regarded as one of the most important 
and far-reaching decisions ever made by this dominant body. 
Dealers perhaps have made the loudest outcry to the 
present method and it looked like a losing fight until the 
N. A. C. C. announced the appointment of a special committee 
to look into the matter. With such powerful leaders as Sloan, 


the committee, it was felt that at last the question would 
receive the serious consideration it deserved. It certainly did 
and on all sides today are heard expressions of approval. The 
Sloan committee seems to have taken the part of a Moses and 
is leading the industry out of the wilderness of staggered 
| model announcements. 
* ” “K 
It will be noted that the proposed unification of new 
model date announcements is only a recommendation on the 
The latter action 


.| it is said, but it is felt that just the same the majority of the 


Setting the pace for progress 


Tala on to new triumphs... 
increasing in favor as an aid to recrea- 
tion and travel . . . becoming steadily a 
more vital servant of business ... the 
automobile sets the pace for progress in 


America. . 


. and it is significant that en- 


gineers of ninety-five percent of American 
motor cars specify New Departure Ball 
Bearings as regular equipment. The New 
Departure Mfg. Co., Bristol, Connecticut. 


NEW DEPARTURE BALL BEARINGS 


_as he read the official reports of the attendance. 


members will fall in line and that the 1932 crop of cars will 
not come into public view until the last two months of the 
| present year. 
In addition to the many benefits that will accrue to both 
manufacturers and dealers through the following of this 
plan, it is undoubtedly true that it will put a new breath of 
life into the national shows. It should be the means of fan- 
ning to a blaze the enthusiasm of the general public in the 
industry’s annual display of new models. As it is now, in 
most cases, the consumers have become familiar with new 
models months before the shows, therefore their interest in 
January at best is languid. The 1932 shows should again 
pack ’em in. 
* « * 
ITH the Grand Central Palace exhibition of 1931 in the 
twilight zone, Manager S. A. Miles smiles contentedly 
It is not his 
practice to give out attendance figures, dealing only in per- 


| centages when he is discussing them, which after all is quite 
| satisfying. 


Talking this show over, he declared that the box office 
report is going to be quite satisfactory, not record breaking, 
but good. 

“We hardly can look for anything like we had in some 
of the bonanza years,” he said, “and I doubt if we ever will 
reach those heights again; but this show’s returns will be 
good. Dealing in percentages, I would point out that im com- 
parison with the slump shown in other industries, the drop 


(Continued on Page 10) 


31st triumphant year of the National 


AUTO 
SHOW 


JAN. 
3 to 10 


ALL THIS 
WEEK 


10 A. M. to 
10:30 P. M. 
Daily 


GRAND CENTRAL PALACE 


Lexington Avenue end 46th Street, New York City 


———— 


The world’s largest industry displays its masterpieces 
—three decades of progress. Fifty-one exhibitors of 
trucks—300 models—See the latest 
and twelve cylinder creations—new eights, sixes, fours 
Shop equip. 
ment section (open to public after 5 p. m.) on 4th floor. 


Admission 75c 


cars and sixteen 


——Modish bodies—modern accessories. 
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Sports Page Ads Bring | In In Servicing Jobs 
NO MERCHANT NEEDS MORAL 


Edwards Motor Co.,. 
Milwaukee, Finds' 


Consistent Newspa- | 
Direct-Mail | 
Advertising Wins; | 


per, 
Special Offers Help 


ONSISTENT newspaper 


and direct mail advertis- | 
ing has been a decisive factor | 


in the successful selling of 


service by the Edwards Motor | 


Company of Milwaukee. This 
concern, whose service plant 
has a capacity for handling 
about 300 jobs a day, makes it 
a practice to feature various 
service specials during the 
months of the year. 

Newspaper advertising space used 
ranges from two columns, fourteen 
inches, to greater space. The sport- 


ing pages of the Milwaukee news- 
papers are used consistently, be- 
cause the firm believes that this 
page is reached by the majority of 
the male readers, and, after all, it 
is the man of the house who has the 
Say concerning the repairing of the 
automobile. 

In direct mail advertising 
concern strives to eliminate any 
repetition. Broadsides, postcards 
and mimeographed letters are all 
used with equal efficiency. A check 
is also made from time to time to 
determine whether or not this ad- 
vertising is reaching its customers 
and prospective customers. 

To make this check, a letter with 
a self-addressed stamped postcard 
is mailed to those receiving postcard 
rect mail literature, inquiring 
whether they wish to continue to} 
» receive this literature, whether they 
have been receiving more than one 
piece of literature at a time and | 


whether or not it is properly ad- | 
In this manner the firm | 


dressed. 
is able to determine just who de- 
sires to remain on the mailing list. 

Plugging service specials through- 
out the year has helped materially 
to build up the company’s service 
business. Trained men familiar 
with the various makes of cars are 
in charge of the repair divisions. 
When a 
added to the concern’s service de- 
partment, Buick owners were in- 
formed of this fact through direct 
mail advertising. 

The policy of the company is to 


provide service on a volume basis | 


as perfect as mechanics and ma- 
chines can make it, and you can 
keep the. prices down, stated George 
R. Lindblom, general manager of 
the company. .“Then if you keep 
the prices down, you will get the 
business,” he says. 

The company’s service plant, which 
handles approximately 70 per cent. 
of the concern’s business, the re- 
maining 30 per cent. being devoted 
to car Sales, is the largest of its 
kind in Wisconsin. Its area is al- 
most the equivalent of an entire 
city block and is devoid of elevators 
and ramps, being erected on ground 
level. 

“Our idea is to apply to the serv- 
icing of automobiles the same 
principles of cost-cutting through 
volume production and use of pre- 
cision machines, that the great 
automobile factories use,” Mr. 
Lindblom stated. 

Another feature of advantage is 
that all kinds of service can be 
had at one call at the Edwards shop, 


and the company handles all makes | 


of cars and all kinds of work. This 
requires exceptionally large equip- 
ment and special mechanics, Mr. 
Lindblom pointed out, but with the 
volume of work handled, this can 
be provided. , 


TO BEGIN NEW SERVICE 
FOR WOMEN MOTORISTS 


Philadelphia, Jan. 8—A new serv- 


ice for women motorists of this area | 


will be introduced to the motoring 
ublic by the Automobile Club of | 
hiladelphia at the thirty-first an- 


nual Automobile Show here at the | 


Commercial Museum, which opens 
Saturday and continues for a week, 
Ernest W. Tallman, general man- 
ager of the club, announces. 


|} equally so, which is plenty. 


the 


new Buick foreman was | 


COURAGE MORE THAN MOTOR 
CAR DEALER, LEWIS ASSERTS 


Commercial Credit Official Sees Faith, Conviction and 
“Guts” Absolute Necessity of Retailer Who 
Would Succeed in 1931 


Baltimore, Md., Jan. 8.—No merchant in the world has 


more to gain than the automobile dealer by applying moral 


courage to every problem of his business, H. Bertram Lewis, 
vice-president Commercial Credit Companies, asserts in an 


article entitled, “If I Were a Dealer in 1931,” 


in the current 


issue of Automotive Observations, published by his organiza- 


tion. 


“If I were a dealer in 1931, I would | 


pray for moral courage,” Mr. Lewis 
says, “not that, being an automo- 
bile dealer, I should be more defi- 
cient in that quality than other hu- 
man beings, but that I should be 
I mean 
moral courage in the sense that 
here is a combination of faith, con- 
viction and ‘guts.’ 

“First, faith in the long-swing re- 
sults that reward sound policies; 
second, conviction as to what are 
sound policies in the automobile 


, business; third, a fighting heart that 


dares to await the sometimes slow 
|results of such policies in the face 
'of an immediate disadvantage. 
“From every angle they come at | 
you—those temptations to live for | 
| sodey and forget tomorrow. 
devil of expectancy sits always at | 
the dealer’s elbow telling him to fol- 
|low the present line of least resist- | 


|from now on it must be 
|}as novelties 


so largely governed the psychology 
surrounding its sale. The fact that 
sold, not 
are sold, but as a com- 
modity, and that nothing but the 
thoroughgoing methods that have 
made great merchants successful in 
other lines can hereafter keep the | 
automobile man off the rocks is a 
fact of great promise for the dealer | 
big enough to grasp it and able | 
enough to capitalize its significance. | 

“It is also a fact that means ex- | 
tinction for every other type. And 
the ultimate deduction to be made | 


'from those two certainties is the 
| further fact that to carry on at all, 


The | 


| what have you? Weak dealers, with 


| ance and let the future solve its own | 


| dilemmas. And for many and many | 

a dupe he has erased the future and 
jee the shorn lamb loose with no 
assets but a store of bitter memo- 
ries. 

“We have come to a somewhat 
solemn stage in the life of the in- 
dustry. 
was. A trace of the old buoyancy 
is gone—a trace of the swank, a 
trace of the pleasure. The hurrah, 
jlet’s go! atmosphere has departed 
from its inspirational meetings. The 
| speaker who resorts to ballyhoo on 
;}such occasions gets no spontaneous 
applause. The man who gets 
hearing today is the one who tells 
jhis audience something truly use- 
ful; 


'his message thereon. 

“But that’s not necessarily a sign 
of retrogression; rather, I should 
trace of the pleasure. 
dilemas. And for many and many 
say, one of hope. For it means that 
automobile men as a class at last 
recognize that their calling has 
ceased to be a game and become a 
business. 

“Yes, and a business with great 
possibilities, in spite of the many | 
sour features that harass the deal- 
er’s soul today. Which sounds a lit- 
tle like the very ballyhoo we have 
just been disparaging, but isn’t, be- 
| cause it has a very different basis. 

“Its -possibilities exist as stated 
But they will never be actualities 
until all divisions of the industry see 
them alike and prepare for their 
realization shoulder to shoulder. 

“The automobile has come this far 
along the road to universal use in 
' spite of the game complex that has 


‘ORANGES AND MAPLEWOOD 
SHOW, PLANS COMPLETED 


East Orange, N. J., Jan. 8.—Plans 
have been completed for the third 
annual automobile show of the 
| Oranges and Maplewood to be held 


| Wednesday, Thursday, Friday and| 
| Saturday of next week, at the Hotel | 


| Suburban, East Orange. 

Among the cars that will be 
shown are the Cadillac, Oakland, 
| Pontiac, Ford, Packard, Cord, Au- 
burn, Reo, La Salle, Buick, Nash 
| and Chevrolet. The exhibit will be 
held in the hotel ballroom. An 
| orchestra will provide music and 
| there will be other attractions every 
evening. 

The opening night of the show is 


a | 


one who recognize the hard- | 
pan facts the dealer faces and bases | 


|ness structure and impairing their 


|cars, but they sell them unsoundly, 
|and in doing so plant seeds that 
|continue to yield crops of trouble 


” ; llong after 
It isn’t as young as it once | g : 





| chandising structure of the industry 


|much less progress, the automobile | 
|industry must have none but deal- | 
ers big enough to pass the test. 
“Let’s look this question in*.the 
eye. Mix the caliber of dealers, and 


no possible hope of survival, preying 
on strong dealers, cutting down 
their business, weakening their busi- 


effectiveness. The weak dealers sell | 


have 
The entire mer- 


they themselves 
ceased to function. 


is weakened by their operations and 
its capacity for ultimate progress is 
impaired. In times of prosperity 
the tactics of such dealers germinate | 
depression. 


“In times of depression their | 
methods and financial instability | 
make recovery more difficult. Year | 
in and year out’ they handicap the | 
business and prevent anything ap- 





| proaching sound stabilication. With | 
|the long future in view, there has | 
|never been a stage in automotive | 


The Hurrah, | history when a weak dealer was not | 


a liability. To what extent he | 


| helped sell cars in one year, he built | 
|up sales resistances that prevented | 
| the sale of more cars in the follow- 


| pared 


| 
| 
{ 
{ 


| night.” 





ing year. His operations have 
sometimes harmed the prospeets oi 
competing cars more than those of | 
the one he represented and some- 
times his own has suffered most. | 
One way or the other, he has ham- 
the industry, speaking in| 
braod terms. And, ata juncture like | 
the present, he has no-place in the | 
picture; no possible chance to get by. 
“All right, out he goes. But will 
another of the same type supersede | 
him? Perhaps, unless those that 
survive him set a standard so high | 
in all respects that no fly-by- night | 
will dare to make the venture. And | 


known as “community and | 
social night.” Thursday has been | 
designated “scout and _ military | 
Friday night guests will be | 
members of the service clubs and | 
civic and business organizations. 
Saturday will be “fraternity night.” 


to be 


} 
| 
| 
} 
' 
} 


1930 PASSENGER CAR 
SALES DOWN IN N. C. 


Richmond, Va., Jan. 8 (UTPS).— 


; Automobile sales in North Carolina 


in 1930 decreased 29,441 below the 
1929 total, according to figures an- 


nounced at the Department of Reve- 
nue. The 1930 sales were 38,807, 
compared with 62,171 in 1929. In 
the year automobile license plates 
for passenger cars wére only 410,510, 
against 445,271. 


| right there lies the opportunity that 
faces every forward-looking mer- 
| chant in the industry today.” 


| tions which he believes must be per- 


| upon 


| doomed 


| only dealer, but the logic of condi- 
| tions says he must be, It takes con- 
viction, in this age of ballyhoo, to 


believe that forethought and fair 
Gealing are still the only permanent 
foundations for any business struc- 
ture: that long-headed manage- 
ment plus honesty will pay no mat- 
ter what the general conditions. It 
takes a bulldog grip on these fun- 
damentals to pass up this or that 
odd penny now, rather than violate 
policies whose disregard will in the 
long run cost you precious dollars. 

“From every standpoint, the in- 
dustry is suffering today from too 
much yessing, both yessing of the 
boss and yessing of one’s own temp- 
tations. What it needs right down 

*the line is more men who know how 
to say ‘No.’ 

“Tt needs a long-pull outlook, and 
leaders in every division who dare 
to put up a stone wall resistance to 
all the old measures of expediency 
that have done such deadly work in 
days gone by. 

“Real rewards lie ahead for 
dealer who catches this vision.” 


Mr. Lewis then checks over func- 
fected in every dealer organization 
before it may realize its utmost pos- 
sibilities. These he lists as financial 
management, new car sales manage- 
ment, used car management, per- 
sonnel management, with their my- 
riad of duties under each division. 

“All of this and more devolves 
the automobile dealer,’ says 
Mr. Lewis, but he adds, “the fascina- 
tion of the business is in its variety 
of interests and its almost limit- 
less opportunity to grow in each field 
of endeavor. And, today, with the 
certainty that the weak dealer 
unless the industry itself 
decides to commit hari-kari, there 
is more incentive than ever before 
to develop management it all phases 
to the utmost. 

“At which point moral courage 
takes the center of the stage. It 
needs faith, in the present state of 
the business, to believe that the 
sound dealer will eventually be the 


iS 


the 


POWER 


N ITS 34,000 pound vehi- 
cle gross weight truck, 
Pierce-Arrow uses a mighty 
engine, delivering 130 horse- 
power. Every part of the 
chassis is equally strong. 
« The entire line of 5 sturdy 
trucks, ranging from 12,000 
to 34,000 pounds (V.G.W.), 
is built accordingly —to 
Pierce-Arrow’s traditional 


standards of quality. 


>> PIERCE-ARROW 


Buffalo, New York 


Responsible dealers are invited 
to write or visit the Pierce -Arrow 


Motor Car Co. at Buffalo. 
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motive B: aily News 


“Of, By and For the Entire _s Industry” 


(PATERSON, N. J., SHOW 
PROFITS FOR CHARITY 


Paterson, N. J., Jan. 8—The Pat- 
erson Auto Trades’ Association will 
hold a genera] automobile exhibit 





Published Every Day Except Sunday and Monday by 
AUTOMOTIVE DAILY NEWS PUBLISHING CORPORATION, 

350 Hudson St., New York, N. Y. . eal 
H. A. Tarantous, Vice- President. Alexander Johnston, Secretary. | January 26 to 31. 


ai | All the committees Harry M. 
| Smith, president of the Paterson 

chai association, has appointed will begin 

Girculation— Net paid Average over 10,000 daily guaranteed. ithe task today of putting into defi- 
Member A. B. C. | nite form the arrangements for the 


FRIDAY, JANUARY 9, | various features of the show. 


A President Smith, with the board 
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row, and John B. Teetsel, Oldsmo- 
— bile. 


| COMING EVENTS | 


JANUARY 
3-10—New York. National 
Sh 


ow. 

7-10—East Orange, N. J. Automobile Show 

of the Oranges and Maplewood, 
10-16—St. Louis, Mo. National Roadbuild- 

ers’ show and convention. 
10-17—Buffalo, N. ¥. Automobile Show. 
10-17—Milwaukee, Wis. Automobile Show. 
10-17—Philadelphia. Automobile Trade As- 

sociation annual show. 
10-17—Newark, N. J. Automobile Show. 


O. J. Elder, President. 


Entered as second-class matter August 27, 1925, at the post office at 
New York. N. Y., under the Act of March 3,.1879 
2716 Graybar Bidg., New York, N. ¥. Telephone MO hawk 4-6388 


1931 © 


No Crying Towels Needed 


NY one who has spent much time with the dealers who | 
are assembled in New York for the thirty-first annual | 
show, must have been impressed by the attitude ef these men, 
Who have just been through the most difficult year in auto-| 
motive history. There is no whining. There is no looking 
back. There is no inclination to sit down and supinely wait 
for “better times” to come. The merchant selling crying 
towels would do little business among these retail automo- | 
bile merchants. | 11-17—Cincinnati, O. Automobile Show. 
Instead there is a firm belief that 1931 is going to see | 13-37—Evansville. Ind. | Automobile Show. 
the upturn to which every one of them has been eagerly look- | !*-*4—Detroit, Mich. Annual Show, Con- 
ing forward. There is no fatuous optimism. No one looks | 17-24—Bartferd, Conn. Automobile Show. 
forward to a repetition of 1929 and some of them very wisely | 17-24—Montreat,” Can. National Motor 
add: “Thank God.” But they all do believe that business this | 17-2—Battimore, Ma. Automobile Show.” 
year will show 10 to 15 per cent. higher than the 1930 levels. 19-82—Chleage, National. Wheel and. Rim 
If there is anything in a state of mind—and modern) ne 
thought leans more and more to the belief that state of mind | 
rules most things—the dealer organization is going to MAKE | 
a good year out of 1931, whether it wants to be or not. 


i 





Automobile 


Assoc convention at Edge- 

water Beach Hotel. 
19-2%—Detroit, Mich. Society of Automo- 

. tive Engineers’ annual meeting. 

19-24—Omaha, Neb. Automobile Show. 
19-24—Elmira, N. ¥. Automobile Show at 

Armory. 

Y. 


| 19-24—Niagara Falls, N. Automobile 
| Show 


0 
The President Greets the Industry vine’. “stance is, 
HERE was a decidedly cheery note in the brief message | **-**—Milwaukee. Wis. Wisconsin Petrol- 
that President Hoover addressed to the 1,200 automotive | meee Marketers Seen, Pulse 
executives assembled for the annual show banquet the other 
night in New York. The President could find no reason for 
despondency over the present situation of the automotive 
industry. He called attention to the fact that any business | 


| 24-31—Chieage, til. Automobile 
Show 
which has built and sold 3,500,000 vehicle units in a single | 


National 








24- 19~diaee Pa. Automobile Show at 
Jaffa Shrine Mosque. 
Show 
Trade Association. 
24-31—Cleveland. Automobile Show. 
year, in addition to clearing up old inventories that had hung | | 2-31— Washington, “D.C. Automobile 
ow 
over from the previous year, is very far from being fn the | 4.5: aipeay, N. ¥. Automobile Show. 
24-Feb. 1—Los Angeles. Automobile Show. 
| £6-27—Chicago. National Automobile 
sumption of gasoline in 1930 over the optimistic year of 1929 | oe-31—spracuse, N.Y. Automobile Bhow 
indicated that we were still cheerfully using our cars, he was) ,, ., at Armory. te Show 
stating another reason for optimism as regards 1931. We! ae Exposition Building. show 
° 9 . 28-31— rrisburg, ° utomobile : 
have been “wearing them out” all during these months of | 29-30—Grana Forks, N. D. North Dakota 
delayed buying, while we have been saving oure pennies | oe Tees SS ae 
against a rainy day or until broad sunshine is evident to all | *!-Fe® 7—Sa» — Ghov. 
did not appear to be employing them to carry us to the te ae ree 
poor house. > 3—Serenten. re _ stemeite Show. 
P ; i r 2- 7-—St. Louis. utomobile ow. 

In the closing phrase of his brief talk the President gave Minneapolis. Auto Trade~Associa- 
us all reason for pride and for confidence when he said that! 7-14—Les Angeles. Automobile Salon. 
the motor vehicle had become an essential part of our national | 
life. And he added: “I wish you success in your meeting | 0-44—Belei Bian. "Tete Ports Autome- 
and in the organization plans which you put forward for the | ee Lane Se DUS ane Bee 

9-14—Denver, Colo. Automobile Show. 
American Society otf 
Engineers’ fuel meet- 


11-13—Chicago, Il. 


24-31—Allentown, Pa. Automobile 
doldrums of industrial inactivity. 
Dealers’ Association coaventicn. 
stitute meeting. 
of us. Mr. Hoover found sunshine enough in the situation to| yan. 31—Feb. t—Twin Cities. Northwest 
7-14—Kansas City. Automobile Show. 
new year. Every automobile and truck which you make and 
— 


sponsored by Lehigh Automobile 

When the President remarked that the increased con- 
26-31—Springfield, Mass. Automobile Show 
remark that in all this increased use of motor vehicles we Automobile Show, jointly spon- 
9-14—St. Petersburg, Fla. Automobile 

sell adds to employment in a hundred different trades. Yours | 


is indeed a great and vital industry, the success of which is | 14-19—Indianapolis. 


important to every one of us. I sincerely wish you a pros-| 


perous new year. so 
‘Two Bills 


| 


N these days when the railways are proclaiming to the |? 


ays furnished for | 
| 


world the iniquity of public highwa 
trucks and buses to operate over, it is interesting to note the 
total tax bill paid by the railroads and that footed by motor | 
vehicle operators. The railways pay into the public coffers | 
in the form of taxes $400,000,000, while the motorists’ bill is 
$1,060,000,000. 
The claim that motor vehicles of any kind ride free over 
highways of any degree is something that will not bear | 
scrutiny. 


If the present is a time of depression, the lobbies of the | 
New York hotels this week cannot be called upon to confirm | 
this. Weary from twenty years of show- going, we never | 
have had our toes stepped upon with greater viger and fre- 
quency than they have been this year. Well, any suffering 
in a good cause. 


| 16-20—San Francisco. 


21-28—San Francisco. 
21-28—Quebec. Canada. 
22-March 1.—Los Angeles. 


| 30- April 3—Indianapolis, 


Automobile Show at 
State Fairground. 
Society for Steel 
Treating National Western Meta! 
and Machinery Exposition. 
Automobile Salon. 
Automobile Show. 
Pacific Coast 
Transportation. Exposition at 
Shreve Civic Auditorium. 
3-28—-Des Moines, Ia. Automobile Show 
at Coliseum. 
24-26—Columbus, 0. Ohio Petroleum 
Marketers’ Association meeting. 
24-March 1—Seattle, Wash. Automobile 
Show at Civic Auditorium. 
25-March 2.—Camden, N. J. Automobile 
Show. 
MARCH 
6-15—Geneva, Switzerland. Eighth Swiss 
International Automobile Show. 
7-14—Brooklyn. N. ¥Y. Automobile Show. 
9-14—Wichita, Kan. Automobile Show at 
Forum. 
11-13—Detroit, Mich. Michigan Oil Men's 
Association meeting, 
16-22—Los Angeles, Cal. 
Oil Equipment 
Exposition. 
19-21—San Antonio, Tex. Sixteenth annual 
meeting, American Association of 
Petroleum Geologists. 
Ind. Eighty-first 
meeting, American Chemical Society. 
MAY 
4- 9—Charlotte, N. C. Good Roads Con- 
vention. 
9-Aug. 9—Berlin, Germany. International 
Garage Exposition, 


Second Annua! 
and Engineering 


Graham-Paige 


Puts Ban: 


On High-Pressure Selling 


EW YORK, Jan. 8.—The auto- 
mobile buyer of today is well 


aware of that inexplicable some- 
thing at which high-pressure sales 
managers shot in the past, “sales 
resistance.” In its knowledge it can 
more readily resist high pressure, 
knowing it for what it is worth. 
Automobile salesmen today have to 
look back to the days of the old 
drummer; learn what he knew of 
human psychology, not what they 
have studied about sales psychology, 
forgetting all about the man in 
favor of the sale. 

That, in essence, is the theory on 
which the Graham-Paige organiza- 
tion is working today, and has been 
| working for many days past, ac- 
| cording to Hubert McNally, factory | 
sales manager. Mr. McNally says 
that the attitude of the buyer today 
is not, how cheap can I get a car, | 
but how far can I get on a car that | 
will sell within reach of my means? | 

“High pressure sales stuff is| 
meeting with an awful set-back in| 
these times,” McNally said. “The 
men who, two years ago could, with 
a glib line and fancy folders, watch 
a prospect’s resistance wilt under 
their scientific attack on his mental 
attitude, now have to look under 
the hood, so that they cen talk 
‘horse sense.” 

“Did you notice,” 





' 


McNally con- | 


his name and address with us for 
future contact that if he were taken 
in hand by a sales orator and han- 
dled as a piece of raw material by 


|a molder. 


“When he does leave his name, he 
finds, aid much to his surprise, a 
personal telegram from our presi- 
dent some few days later. It is not 
an out and out sales talk; merely 
a greeting. But it is effective and 
paves the way for a visit from the 
local salesman, who has been ad- 
vised through the same channels as 
our factory offices. 

“Plain horse sense, we call it. Un- 


| schooled amateurism, others term it. 


But it produces. And how could it 
but help when we have a product 
that is just as sensible and attractive 
not only to the eye and automotive 
needs of the buyer of today, but to 


| his pocketbook.” 


SHOW TO 
BE HELD JAN. 19-24 
Rochester, N. Y., Jan. 8.—Robert 
J. Menzie, executive secretary of the 
Rochester Automobile Dealers’ As- 
| sociation, has announced that the 
twenty-third annual Rochester au- 
tomobile show will be held in Edger- 
ton Park, January 19-24, inclusive. 
The slogan of the exhibit this year 
has been announced as “the million- 
dollar show.” A special feature of 


ROCHESTER 


tinued as he surveyed a group of } the show will be the display of ac- 
some 300 dealers and distributors | Cessories, unit parts, shop machinery 


jovially devouring lunch at the up- | 
town headquarters, 1887 Broadway, | 
“did you notice that we do not give) 
out folders at our exhibit over at} 
the Palace? 

“There’s a reason for that, and it | 
it not the expense we would have 
to go to in printing them. Instead, 
we believe, and time has proven it 
to our satisfaction, that if a man is 
really interested in our exhibit he 
will show it, ask questions, and 
without the slightest hesitancy, leave 
his name with us. We believe, there- 
fore, that. he can get all the infor- 
mation he needs right at the exhibit 
without sticking a folder under his 
arms (which, incidentally, is gen- 
erally taken as a subterfuge to get 
away from a talkative salesman and 
thrown in the gutter later). 

“Yes sir, the automobile buyer of 
today is educated in his needs. 
Time, the most valuable of all ex- 
perience, has taught him just how 
far he will have to spread his 
money. And he is buying accord- 
ingly. I doubt if high pressure 
salesmanship ever took such a de- 
velopment into account. We're 
fortunate that Graham-Pige did.” 

“There is no denying that times 
are not what we have been accus- 
tomed to over the last five or six 
years,” McNally went on. “We 
reached an economic impasse and 
had to reconnoiter for a way around 
it. Now, that we think we have the 
tiny aperture which will lead us out 
onto the open plain again, we must 
progress slowly so that we will not 
butt our heads against another 
should it arise in the near future. 
No one is certain that we are on the 
high road. More time, patience and 
sound business administration are 
what we need. 

“This is not the time for hypo- 
dermic palliatives. Nor is it the 
time for ice packs. It’s the time for 
real honest, hard work and less talk 
from any one. 

“Over at Graham Paige we have 
worked along what seems to me to 
be an entirely different principle 
than that employed by any other 
manufacturer. We have not tried 
to force things upon our distributors 
and dealers. We have realized that 
they are harassed, and have co- 
operated with them in order to ad- 
just their situations to present .con- 
ditions. 

“The Graham-Paige system in its 
sales department is simple. At the 
show we are working on it and it 
has shown mighty good results to 
date. It is this: 

“A man approaches our exhibit, 
looks around casually, and then 
asks a few questions. These are 
answered without any attempt to 
demonstrate other mechanical 
phases or body outline. When his 
questions are exhausted,’ the 
salesman picks up the thread and 
points out factors that the pros- 
pect has overlooked. 

“In this quiet manner, we have 
found, a man is more likely to leave 








and equipment. 


R. M,. NEIL HONORED 
Nashville, Tenn., Jan. 8 (UTPS).— 
Roy M. Neil, manager of the Fire- 
stone Service Stores, Nashville, 
Tenn., has been elected president 
of the Shrine Club for the first 
six months of 1931. 








Frankly 
Oakland - 
Pontiac 
desires 
to have 
dealers 


prosper 
— that’s why 
our factory 
executives 
are sincerely 
interested in 
dealer problems 


OAKLAND 8 
PONTIAC 6 


Oakland Motor Car Co 
Pontiac, Mich. 
Division of General Motors 
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Every January the local fire-water lad- 
dies hang out hooks for the visiting lodge, night 
club prices climb a ladder, and room service rings 
expense accounts like a three alarm . . . with the 
result that many otherwise informed automobile 
men get the idea that New York is a pretty steep 
place to live... and primarily a market for high 
priced cars for people with high priced incomes. 

A little private research on the part of anybody 
will dispel the first idea. Anybody not living on 
an expense account can get along very nicely on 
the stipends, honoraria, and pay envelopes prev 
alent elsewhere. Of course, we can’t all live on 
Park Avenue, and don’t anyway. 

The second idea took a lot more research on our 
part before we were able to nail it down as em 
phatically not so. We trailed new car buyers to 
their addresses for two years—classified them by 
districts of known month by 
month as Mr. Sherlock issued his reports. And 
after analyzing every new car sale made in New 
York for the past two years, we can say with con 
siderable certainty, not to mention vehemence, that 


(1) Low and medium priced cars predominate 
here as elsewhere—more than 88% are 


factory-priced below $1,950. 


2) Most cars are bought by very ordinary 
“ people; for instance—s3% of all cars are 
bought in districts where family expendi 


tures average $2,000- $4,000 a year. 


If you like figures and tables and statistics and 
that sort of thing, we will be delighted to give you 
this analysis—with comprehensive detail of your 
own sales by purchasing power groups, makes, 
and models—as convincing proof that New York 
is simply a huge mass car market—like a thousand 
Oshkoshes under a high-power microscope. 


Ow the other hand, if figures give you 
that tired feeling, we suggest a saleseye trip of 


To visiting firemen 


who think this market is not so hot! 


New York to see (in person) the habitat, homes, 
and garages of your heavy volume customers. 

You might start with— 

A flying trip over Queens and Brooklyn from 
some local air field—Holmes Airport in Jackson 
Heights is convenient, inexpensive. Queens and 
Brooklyn are New York City’s largest and most 
typical car markets, account for 57% of total sales, 
—each borough buys more new cars than Man 
hattan. Nine cars in ten cost less than $1,950. Of 
these, approximately six in ten are bought in 
$2,000- $4,000 districts. You can fly over miles 
of middle class homes and garages—get a new 
perspective, and a fresh conception of the heavy 
volume customers who make sales fly for you! 

See next— 

The Motor Vehicle Bureau, 155 Worth Street— 
late comers are getting new licenses now. Here 
you can see a representative cross-section of regis- 
trants, shatter any illusions that New York’s car 
owners are exclusive, or Blue-Booked, or Social 
Registered. Applicants are the common people— 
like those elsewhere. The Bureau issues annually 
some half million licenses to New York City 
owners—of these 269,000 are to families in middle- 
incomed districts. The middle-class owns the 
majority of cars, and are your fastest growing cus- 
tomers . . . in the past five years, more than 
100,000 bought their first car! 


And followthrough by visiting three outgrowths 
of New York’s mass ownership— . 

West Side Elevated Highway—a speedway in 
the air, opened in November to relieve Manhattan 
congestion, gets the cross-borough driver home in 
time for a hot dinner. The highway between 23rd 
and Canal Streets is a steel viaduct, 70 feet wide 
for two-way traffic, cost $6,500,000, is a mile and 
a half long—you make the run (test time) in 3 


‘minutes! This structure will eventually extend to 
the Bronx, and a similar highway is planned for 


the east side. On this highway, too, you can see a 


fair representation of New York’s common people 
driving cars. 

Hudson River Bridge—providing for 80,000 
vehicles a day, fed by a main artery with 35 traffic 
lanes . . . to take care of present needs and future 
expansion in the mass market. And the Holland 
Tunnel, with traffic up to 50,000 cars daily! 


Y ov can see more mass market here than 
anywhere in America—and sell more of it, if 
more of the folks who buy the cars see your 
advertising! 

They do in The News. With a concentration 
of $89,000 circulation in New York’s middle 
incomed districts, The News reaches two-thirds 
of the families—while the two papers most used 
for automobile advertising reach only 11% and 
7%! In $5 of these 66 high-volume districts, News 
coverage exceeds that of the Times, World 
and Herald- Tribune combined! In heavy-buying 
Brooklyn and Queens, The News concentrates 
nearly a half million circulation—where other 
New York papers run thin! Only The News can 
give adequate coverage of your volume middle- 
class customers! 

And in addition, it reaches more readers in the 
top-incomed districts than any other paper, “class” 
or mass—and more in the rich suburbs... has a 
quarter million readers in above- $4,000 districts, 
and 188,000 in the suburbs! 

If you're selling custom-built foreign jobs at 
$10,000 and up to a hand-picked list perhaps 
you don’t néed The News—but no low or medium 
priced car can develop full potential of the New 
York market, make most sales to most buyers, 
without the dense coverage, penetration, driving 
force, and vitality of its more than a million and 
a quarter circulation! Small pages give maximum 
visibility to every message! And cost per reader is 
rock-bottom, not only for New York, but for 
America! For effective sales pressure, consider! 


T H E [of N E \W S, NEW YORK’S PICTURE NEWSPAPER 


220 EAST 42nd STREET, NEW YORK 


Tribune Tower, Chicago + 


Kohl Building, San Francisco 
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Sparking Out Attachments 


Developed 


Internal Grinders 


for Heald 


On high precision internal grind- 
ing jobs requiring fine finish, it is 
a well-known fact that after the 
feed of the machine has been dis- 
continued, a certain period of time 
is required for the wheel to spark 
out. This sparking out is the nat- 
ural dying out of a transverse pres- 
sure that is built up between the 
wheel and the work by the in-feed- 
ing function, and which takes the 
form of a very minute spindle de- 
flection. 

Taking advantage of this condi- 
tion, the Heald Machine Company 


of Worcester, Mass., has developed | 


sparking out attachments for the 
Gage-Matic and Size-Matic internal 
grinding machines which it manu- 
factures. By automatically inter- 
rupting the cross feed and allowing 
sufficient time for the pressure 


present in the spindle to dissipate 
itself naturally as the wheel is re- 


ciprocated in the bore of the piece 
being ground, these attachments aid 
the machines materially in produc- 
ing accurate and finely finished 
holes, it is claimed. 

On the Gage-Matic, the. hole 
rough ground in the usual manner, 
the roughing gauge attempting to 
enter the hole after each pass of 
the wheel until the gauge does enter 
and cause the wheel to be with- 
drawn for dressing. The gauge is 
of such size that after the work has 
been rough ground and the whee! 
has been trued, there is just enough 
stock left so that it will be removed 
by the pressure in the spindle when 
it is returned to the bore. The 
wheel, die to this pressure, then 
cuts itself free, bringing the hole to 
size, and allowing the finished 
gauge to enter, which in turn causes 
the machine to go to rest position. 

When the roughing gauge enters, 
besides causing the wheel to with- 
draw for dressing, an electrical con- 


is 


taet is made which actuates an elec- | 


tro magnet, shown in Fig. 1 on the 
cross-slide unit, disengaging 
gagement with the feed ratchet 
throughout the finishing cycle. 
other words, the cross feed is auto- 


| 


the | 


feed paw! and holding it out of en- 
|dog, which runs out the table to| 


In | 


matically disengaged after roughing | 


and the hole brought to size by the 
pressure remaining between the 
wheel and the work. The time re- 
|quired for the sparking out is gov- 
|erned by the amount of stock left 
}in the hole after roughing and the 
| adjustment of the truing diamond. 
|Inasmuch as the stock remaining 
|can be held to a very small amount 
and hence the sparking out time 
|to a correspondingly short period. 
|An electrical connection between 
the coil of the magnet and the tog- 
| gle switch on the control box of the 
|machine serves to keep the magnet 
| Operative and hence the feed pawl 
| disengaged until the finishing passes 
|of the wheel have been completed 
'and the table run out to rest posi- 
| tion. 


A micrometer diamond unit is 


used, and the position of the dia- 
mond governs the finish obtainable. 
Moving the diamond inward trues 
more material off the wheel, hence 
the wheel goes back into the hole 
with a lighter pressure and takes a 
larger number of passes to bring the 
hole to finished size. This, of 
course, 
reduces production in the same 
ratio. The converse is equally true 
—that is, moving the diamond out- 
ward increases the production and 

gives a less perfect finish. 
The sparking out attachment for 
the Size-Matic consists of a time 
19 | 


relay mounted on the machine io} 


| between 


gives improved finish, and | 


Size-Matic device is that the wheel 
is always trued so that its working 
fave is a certain distance from the 
finished 


re-enters the work after 
the amount of pressure 
the 
always the same within narrow 
limits. This allows 
|amount of stock to be removed in 


wheel 
dressing, 


}a given length of time after the 
| feed is stopped. 

To vary the finish obtainable 
with this arrangement, it is neces- 
| sary to adjust both the diamond 
and the time relay. To improve the 
finish, the diamond must be moved 


order of this not to effect the size, 
the interval of the time relay must 
be increased. In other words, the 
diamond has precisely the same ef- 
fect on finish as on the Gage-Matic 
‘with sparking out attachment. 
the Size-Matic machine, 


In order to 
becoming 


ished size of the piece. 
| prevent the size from 





wheel and work is| 


a uniform | 


inward, and at the same time, in| 


Auto-Gauge 





On | 
however, | 
the diamond also governs the fin- | 


smaller as the diamond is moved | 
inward, it is necessary that the in- | 


| terval of the time relay be in-| 
creased to allow a greater length of | 


time for sparking out. This in- 
creases the number of finishing 
passes and compensates for the al- 
| teration in the diamond setting. 
| Opposite adjustments, of course, 
produce the epposite effect. 

For extremely fine work on the 
Gage-Matic, where production is 
disregarded and maximum finish is 
required, it is desirable to add a 
| time relay and a backing off at- 
tachment to lift the wheel from the 
| ground surface before withdrawal. 
On the Size-Matic, for similar work, 


| the backing off attachment is also| 


| desirable. 


TUMBLER DEVELOPS NEW 
POLISH 


| J. A. Tumbler Laboratories, Balti- 


eeaiil . z |more, Md., has announced its new! 
¥1G. 1. Heald sparking out attachment for Gage-Matic internal grinder | Tymbler Electro-Polish which has | 


|been developed especially to meet 
| the requirements of electric polish- 
|ing machines. It 


| forms the operations of cleaning, 
| polishing and waxing. 

| SIMPLE ANTI-FROST DEVICE 
ATTACHES TO ENGINE HOOD 
| pany, Toledo, O., has introduced a 
|simple device which is called the 
|“Frost-Off,’ designed to keep the 
| windshield clear of frost by utiliz- 


|ing the heat from .beneath the .en- | 


gine hood. It is installed on the 
engine hood and held in place by 


regulate the sparking out time, and | two rubber-covered clips. By means 


a cam attached to the top of the | 
fine feed cam on the hand wheel | 
to stop the feed just after the finish | 
contact on the hand wheel is made, | 


; Shown in Fig. 2. 


The machine operates in the} 
usual manner, except that when the | 
finishing contact is made it en- 
gages the time relay instead of | 
tripping the table dog, and _ the 
grinding wheel continues to recip- 
rocate in the work without feeding. | 
After a predetermined , length of | 
time, the time relay trips the table | 


rest position. 
The principle of operation of the 


of the device the hood is held slight- 
ly off its seat and the heated air is 
directed against the windshield ex- 
terior. 


Truck Developments 


By A. F. MASURY 
Vice-president-chief engineer Inter- 
national Motor Co. 


Among the developments which 
have been the center of attention 
during 1930, particularly in the 
heavy haulage field, has been an ex- 
tended use of six-wheel vehicles 
with engines of 
power, capable of hauling thirty or 
forty gross tons over the highways 
at high speed. e 

I look forward to an increased de- 
mand for large vehicles of this 
nature, hauling 
trailer trains, taking advantage of 
the new express highways, which 
are being built throughout the 
country. 

The year has seen some steps 
taken by small manufacturers and 
producers, also in the agricultural 


shipping in order to cut down their 
|Shipping costs. I think this was 
brought about more so because of 
ithe period of depression and large 
| droughts, Which affected the agri- 
| cultural regions, and for less-than- 
| carload shippers, the truck was a 
|means of getting their small out- 
| put into a favorable market. The 
|Southwest has been a pioneer in 
| utilizing the heavy duty truck for 





The Seiss Manufacturing Com- | 


increased horse | 


the conventional | 


field, towards amalgamation of their | 


| 


| TOLEDO Dynamometer’ Auto- 


roduction -- Engineering -- Factory - 


New Toledo Dynamometer 


size of the part being: 
ground. That is to say, when the | 


and Remote 


Indication Head 


Gauge (right), and remote incida- 


tion head (left) 


is claimed that | 
}One application of the polish per- 


Toledo Precision Devices, Inc., 
| Toledo, O., a subsidiary of 
| Toledo Scale Company, manufac- 


turers of retail and industrial scales, 


has introduced its new dynamometer | 


| auto-gauge. 

The new device is designed to give 
|}an indication at a remote point 
| when it is desirable to have the dy- 


namometer and engine mounted in | 


|}a wind tunnel. 

With the Toledo equipment, the 
dynamometer is mounted on a 
| foundation, and the dynamometer 


| auto-gauge is located in a recess in | 


the foundation, but below the dyna- 
| mometer, and is equipped with re- | 
| mote indication. The remote indi- 
‘cation is operated by Selsyn motors, 


; The modern motor truck for oil | 
| producers, refiners, etc., will carry 
lon its back and haul gallonage | 
lequivalent or greater than that 
transported in the earlier types of 
|railway tank car, and shippers are 


|cost per transported gallon. 

While the loads have been in- 
creased, also the speeds have been 
|increased. This hes made certain 
excessive demands on the vehicle 
not hitherto recognized as import- 
ant, even though the vehicle car- 


speed. 
Probably it is unnecessary to point 
out that the operator not only pays 


| truck, but also pays per ton mile per 
hour, and the higher the speeds go, 
proportionately will 
cost go, up. 

These requirements will, of course, 
| be met by the engineering divisions 
of the industry, as they have been 
|met in the past, such as has been 
done in providing big tires and 
| large size engines. 

Looking forward to expected de- 
| velopments in the motor truck field 
| for 1931, it appears that one of the 
|major developments will no doubt 
be the adaptation to the motor 
truck of individually sprung wheels. 





F1iG. 2. Heald sparking out attachment for Size-Matic internal grinder! this phase of truck transportation. ' This, of course, will have a number 


the | 


rapidly learning how to recuce the | 


ried the same load at a much lower | 


per ton mile in the upkeep of his | 


the operating | 


one in the dynamometer auto-gauge 
itself and the other in the remote 
head. 

The above photograph shows the 
dynamometer auto-gauge and the 
|remote indication head. The dial 
on the auto-gauge indicates the 
total torque of the dynamometer. 
The dynamometer is connected to 
the auto-gauge by a bell crank lever 
to an arm which extends vertically 
down from the dynamometer. The 
|Selsyn motor in the auto-gage is 


| driven by a pendulum mechanism 


and the indicator shaft itself is 
coupled to the shaft of the Selsyn 
motor. 

The head for remote indication is 
substantially the same as the auto- 





| gauge head, with the exception that 


the pendulum mechanism is left off. 


| The Selsyn motor is mounted in the 
| auto-gauge head and the shaft of 


the Selsyn motor is extended to 
carry the indicator haftd. 

When a load is on the dyna- 
mometer so as to cause the indicator 
and the motor to move through-.a 
certain angle, the Selsyn motor, 
with the indicator shaft on the re- 
mote head, will move through the 
same angle, and will read the same 
as the dynamometer auto-gauge it- 
self. 

It is not always necessary to oper- 
ate the remote indication with a 
Selsyn motor. Another head, if 
necessary, may be located at a -re- 
mote place from the dynamometer 
itself, and may be operated by 
means of links or extension levers. 
The auto-gauge may also be located 
in any convenient spot other than 
the one described, depending on the 
| construction and surroundings 


of beneficial results; namely, pro- 
viding lower upsprung weight with 
resultant easier riding, and the pro- 
longation of tire life. Rougher 
ground can be negotiated with less 
| chassis frame distortion. 

| In other words, the tendency to 
|}give the driver of a modern, large 
|size motor truck all the benefits of 
| the pleasure car will continue. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 
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Equipment --- Development | 


Trends in Motor Truck 
Design 


By G, A. 


GREEN, 


Vice-President, in charge of engineering General Motors Truck 
Corporation, Pontiac, Mich. 


The following analysis represents 
Mr. Green’s personal viewpoint on 
developments in truck manufacture 


which are likely for 1931. These 
opinions do not necessarily mean 
that the items are included in equip- 
ment built by the General Motors 
Truck Corporation, nor are they 
necessarily the views of the General 
Motors Truck Corporation. 

Radiators — There is a_ tend-| 
ency toward the more general use 
of oval tubes—this to prevent dam- 
age as a result of freezing. The 
large radiator shells now made from 
aluminum may in 1931 be manufac- 
tured from pressed steel, chromium 
plated. Up to the present inade- 
quate press facilities have existed | 
and during 1931 we are likely to see 
much more general use of inbuilt 
thermostatically controlled radiator 
shutters. 

Engines—A very general adoption 
of six-cylinder engines for trucks 





in all classes of service. This has 
been brought about primarily by a| 
demand for greater power and| 
speed, but increased driver’s com- | 
fort has also been a factor. More 
attention is being paid by operators 
to engine performance generally, 
notably quietness, gasoline and oil 
economy, accessibility, particularly 
with respect to the auxiliaries; free- 
dom from needless servicing, etc. Air | 
cleaners, oil filters and mechanical- 
ly operated gasoline pumps are to- | 
day standard equipment. Next year 
we shall undoubtedly see a more 
general use of oil temperature regu- 
latory devices, thermostats, carbure- 
ter intake silencers, etc. Down- 
draft carbureter is growing in popu- 
larity. 

Clutches—Miultiple disc clutches 
is demanded. These are furnished 
type is gaining in popularity. 

Transmissions — A_ considerably | 
wider range of transmission ratios 
are demanded. These are furnished 
in the form of two-speed mechan- | 
isms often attached to the rear) 
axles, modifications to the main 
transmission or the use of an auxili- | 
ary unit immediatly behind the 
main transmission. More attention | 
is being paid to quietness, and there 
is a growing demand for simplified | 
gear shifting. There is also a de-| 
mand for over as well as under | 
drives, the former to reduce engine | 
r. p. m. noise and consequent wear, 
the latter to permit of getting out | 
of holes. The next logical step is | 
likely to be an easy shift, quiet, 
multi-speed transmission. 

Axles—For very heavy duty, 
double reduction rear axles are 
gaining in popularity, but the single 
bevel is coming into quite general 
use for medium loads, and this par- 
ticular mechanism, if ruggedly de- 
signed and properly manufactured, 
is extremely efficient and particu- 
larly adapted to high-speed opera- | 
tion. It is, however, difficult to 
obtain ratios sufficiently low for 
heavy duty service. 

There is an increasing preference 
for full-floating rear axles. 

With a view to improving turn- 
ing radii, there is a tendency to} 
widen the front track so that it is 
approximately equal to the rear 
track. Then, also, to eliminate 
bending as a result of brake reac- | 
tions, axles are being made stronger | 
between the king pins and spring 
pads. The majority of front axles 
are of the reverse Elliott type. 

Brakes—More attention is being 
paid to brakes, simplicity of adjust- 
ment and long life for the linings, 
etc. Practically all brake drums 
are being made considerably heavier | 
—this to provide adequate heat dis- 
sipating properties. A large per- 
centage of the drums are now made 
from high grade iron castings. 
There is a preference for the heavy 
bolted-on block type of_lining and 
practically all brakes except for the 
very light models are power actu- 
ated, the medium being either en- 
gine vacuum or compressed air. 





Practically all vehicles are now 
equipped with four-wheel brakes. 


The trend is toward air brakes on 
all heavy duty models, but there 
are some interesting possibilities in 
connection with the electric oper- 
ation of brakes. The propeller 
Shaft brake is coming into more 
general adoption. The hydraulic 
brake has also made considerable 


| progress, particularly with light and 
| medium duty models. 


Tires—Solid tires are now con- 
fined to an insignificant percentage 
of the total truck business. The 
balloon tire has come into almost 
general use and 10.5 dual balloons 


represent a quite common installa- | 


tion. In 1931 we should see a de- 
velopment of the large single bal- 
loon tire. 

Frames—Frames are likely to be 
still heavier and for the large 
models, because of the impossibility 


|}of determining the most generally 
satisfactory whee] base dimensions, | 
| 


the side rails are likely to be tapered 
at the front and paralle) thereafter. 
A large ‘percéntage of the frames 
will be made from untreated carbon 
steel. The press operations, if 


properly executed, actually improve | tours. 


Dole Draft Deflectors 
Available for Use on 
| Convertible Models 


Dole Draft Deflector Installation 


The Dole Valve Company, Chi- 
cago, Ill., has now perfected a spe- 
cial bracket which makes the in- 
Stallation of the Dole Draft De- 
flector practical on convertible type 
bodies. With the top up or down 
the Dole draft deflector will remain 
rigidly in position, the manufacturer 
claims. 

All models of the deflector have 
been improved. 
stated they follow the body lines 


| closely and adhere strictly to the 


M.E. A. Votes 
Advertising Campaign 


NEW YORK, Jan. 8.—Directors of 
the Motor and Equipment As- 
sociation, in their meeting at the 
Hotel Astor Wednesday, formally 
approved the plans of the sales de- 
velopment committee for a contin- 
uation of the “Care Will Save Your 
Car” campaign inaugurated by the 
association on a national advertis- 
ing basis last year. 
Wholesaler and 
members had _ enthusiastically 


manufacturer 
in- 


|dorsed the campaign at the recent 
convention in Cleveland, | 


M. E. A. 
but the action of the directors 
makes funds available for the work. 
The association itself will spend 
$100,000 in further promotion of the 
“Care Will Save Your Car” slogan 
and the extent of the campaign will 


In each case, it is} 





the quality of the metal, and such 
frames may be readily heated for 
straightening without damage. 

Springs—There is a trend toward 
longer and better riding springs. | 
Except for the very light models, | 
practically all rear springs are pro- | 
vided with helpers to take care of 
overloads. There is also a trend 
toward shackling the front end of 
front springs. 

Steerings—Easier steerings are de- 
manded and 1931 is Jikely to see the 
advent of the power-operated steer- 
ing. 

Cabs and Bodies — Increased 
driver's comfort is being obtained, 
partly through providing more cab 
space; seat cushions and backs are 
more carefully designed. Then also 
more attention is paid to properly 
locating clutch and brake pedals, 
brake and change speed levers, 
steering wheels and spark, throttle 
and choke controls. Better vision is 
also provided. Easier steéring has 
also been developed, and these 
things, together with the freedom} 
| from noise and rattles due to the| 
adoption of the six-cylinder engine, 
have worked wonders for the driver. 
In short, the 1931 cab or body must 
be good looking, comfortable, rugged 
and have good vision with adequate | 
light, heat and ventilation. 

Appearance is receiving consider- 
| able attention. Better looking bodies 
|}and cabs are seen everywhere and 
|there is a clearly defined trend 

ward automobile shapes and con- 


‘Madison-Kipp Introduces 
New Air-Operated Filer 


MADISON-KIP new air filer 


The sequence of action of the 
Kipp air filer is described as fol- 
lows: 

Air, under pressure of from thirty 


to 100 pounds, enters the mechan- 
ism through an air hose connected 
to the handle or pistol grip. The 
air is controlled by a trigger valve, 
which when pressed admits air to a 
rotary valve which is die cast into 
an air turbine. The position of this 
rotary valve is always such that the 
air, under pressure, will first flow 
to either end of the piston cylinder. 
This drives the piston forward or 
backward, as the case may be, 
through half a cycle, uncovering the 
exhaust port. This exhaust port is 
connected to the nozzles of the air 
turbine. The exhaust air drives the 
air turbine attached to the rotary 
valve. The rotary valve, turned by 
the turbine, directs the air supply 
first to one side and then to the 
other side of the piston, so that the 
cycle is completed and automatic- 
ally repeated. 

The motion of the piston not only 
valves the exhaust port, as de- 
scribed above, but, being part of the 
spindle, the pulsating energy is 
transmitted to the file. 

The piston is air cushioned at 
both ends of the cylinder, resulting 
in an even power stroke in both 
directions. The speed of the piston 
is fixed by the speed of rotation of 
the turbine—that is, one turn of 
the turbine means one turn of the 


Madison-Kipp Corporation, Madl- | 
son, Wis., has developed the Kipp- 
air filer, a new air propelled tool 
which operates at speeds from 500 
to 5,000 strokes per minute, depend- 
ing upon the amount of air ad- 
mitted by the operator's trigger 
valve. 

The files are held by means of a 
hand-operated collet at the end of 
the spindle. Many different shaped 
files are available for use with the 
new tool. 

The piston grip gives the filer a 
natural position in the hand, and 
the filer may be held for operation | 
in any position for easy access to 
any type of work, it is claimed. The 
air cushion piston eliminates vibra- 
tion from its reciprocating action, 
providing smoth cutting strokes for | 
the file. 

The Kipp air filer is not only a new 
type of tool, but incorporates sev- 
eral unique features. One of these 
is the file guide which is keyed to 
the spindle immediately back of the 
collet and is held in the body by! 
a screw thread. It is octagonal in 
shape and can be held by the thumb 
and index finger of the operator's 
left hand and turned to guide the 
file over an irregular surface. Turn- 
ing the guide fully to the right locks 
it to the body, and the position of 
the file can then be changed by the 
piston grip handle. 

This tool is said to be suitable not 
only for filing work, but also for 
honing and other operations where 
rapid strokes of approximately rotary valve, and a forward and 
Y4-inch are desired. The few mov-|a backward movement of the piston, 
ing parts are lubricated by the air |The speed may be varied by press- 
stream from a well in the pistol|ing the trigger valve to any desired 
grip. . position. 








clientele a distinctive merchandising 
service and through their sales 
forces, which are now bcing organ- 
ized, will make a thorough drive 
for dealer affiliations during the 
month of February. 


OILJAK METAL CREEPER 


Oil Jack Company, Ampere, N. J., 
is marketing an angle-iron creeper 
frame, known as the Oiljak, curved 
lat one end and equipped with an 


to participate in the 
campaign through a special sus- | 
taining membership arrangement | 
shatter-proof glass incorporates the | which will entitle the dealer to com- | 
weather proof seal feature, the|plete identification with the pro- 
latest development of the glass|gram and will supply him with a 
manufacturer. monthly advertising service specifi- | 

Notches are omitted in the glass | cally designed to tie-in with the na- 
used on the new models, while a} tional copy. er 
new pivotal arrangement eliminates| Advantages of selling regular in- 
any possibility of breakage in in-|spection to their customers through 
stallation and adds new strength to |such a campaign were recognized by | 
the deflector, it is claimed. hundreds of dealers last year and | upholstered head rest at the other. 

The deflectors may be installed | those who used the tie-in materials |It is reinforced with heavy cross- 
without drilling or tapping. They | supplied to them reported that the| members and completed with light, 
are priced from $12.50 per pair. idea was a definite business builder.| springy strips, which are spot- 


Practically every dealer, out for|welded. It is mounted on four 
7 
to Continue 


opportunity 


shapes of the window reveals. The 


service business, advertises in some | roller-bearing casters. 
way to get that business. _ : 

Jobber members of the M. E. A.| CLASSIFIED ADVERTISEMENTS 
have recognized in the campaign an | IN THE AUTOMOTIVE DAILY 
opportunity to offer their dealer! NEWS BRING RESULTS 


,be greatly enlarged by the tie-in | 
| advertising of M. E. A. members | 
|who already have pledged the use | 
|of the official campaign emblem in 
| their own national, trade paper and | 
| promotional copy. 

Through its national] advertising 
in Collier’s and the Saturday Eve- 
lning Post, the M. E. A. again will 
|appea]l to car owners to visit their | 
|garage or service shop at regular 
|intervals as a preventive mainte- 
/nance measure. The copy will be 
seasonal and each advertisement 
| will suggest maintenance work or 
| the addition of accessories which 
| will help the owner to get the great- 
est return out of his motor car in- 
vestment. 

Dealers again will be offered an 








8 
MERCHANDISING 
ACCESSORIES 


AUTOMOTIVE DAILY NEWS, FRIDAY, JANUARY 9, 1931 


WHOLESALE 


EQUIPMENT 


. 


Toledo Wholesalers 
Convinced of Value 
After First Year; 
Make 80% of Sales 
On Cash Basis; Ex- 
pect Gradual Up- 
trend in 1931. 


ght the first year of 
operation a basis which 
makes 80 per cent. of sales for 
cash, Toledo accessory parts 
and tire jobbers have cause to 
congratulate themselves on 
their strong credit organiza- 
tion. Conditions in Decem- 
ber, 1929, became so bad that 
drastic steps were needed. A 
credit organization was 
formed and_ severa. firms 
went on an all-cash basis. 

The jobber trade serves as an ex- 
cellent barometer of business, ac- 
cording to D. A. Hawley of the Haw- 
ley Sales Company, and it was 
anticipated that 1930 would prove 
an excellent “salvage year.” With 
depression affecting all lines of 
business, accessory and garage sup- 
ply dealers believed many auto 
owners would be in the market for 
repairs, who ordinarily would have | 
turned in their old cars on new ones. 

The year, however, was generally 
slow in Toledo territory, with some 
notable exceptions. During last 
weeks of December, however, a dis- 
tinct pick-up was noticeable, and 
leading jobbers predicted that later 
winter months would show a dis- 
tinct upward turn. 

One injustice which the jobbing 
and garage trades are taking very 
seriously, however, has not been 
remedied. They are hoping to have 
legislation introduced at the Ohio 
legislative session early in 1931 
covering it. 

Because finance companies hold 
mortgages on 60 per cent. of the 
cars taken to the garage for repairs, 
the garage man, and behind him 
the supply man, takes a gamble 
when labor and parts and repairs 
are put on a Car. 

In one flagrant case in Toledo in 
December, a garage man paid $125 
cash for parts, then put consider- 
able hours of labor on a car, only 
to have a finance company step in 
with a replevin and seize the car. 
In its present good shape the car 
will be sold for a profit, but the 
garage man will continue to whistle 
for his money. 

Service for large fleets continues 
to occupy much jobber attention. It | 
has proved good, steady business | 
and naturally the losses on account | 
of bad credit in this field are prac- 
tically nil. 

The Welever Company announced | 
that 1930 has proved an exception- 
ally good year and Albert P. Fall, of | 
that company, is optimistic regard- | 
ing 1931. Though the company has 
not gone to exaggerated lengths to) 
expand business and facilities, it has 
experienced a consistent and mod- 
erate increase in 1930, Fall says. 

Collections were found somewhat | 
harder and the policy was adopted 
of confining sales to customers with 
good ratings. This  conserative 
policy undoubtedly served to reduce | 
bulk somewhat but the year’s total, | 
in spite of that and of general ad- 
verse conditions, topped that for | 
1929. 

In 1931, Fall predicted, a gradual 
increase in confidence will be no- 
ticed and this will be reflected im- | 
mediately in jobber sales. 

Gross in 1930 was within 14 per 
cent. of 1929, said Frank Duffeck, of 
E. P. M. Company, a jobber covering 
five states, who added that analysis 
of figures will show more profit in| 
the 1930 dollar than in previous 
years. Erection of a new Toledo 
building, increased staff efficiency 
and cutting the corners on expense | 
have been responsible. 





| States 
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Jobbers Strengthened by Credit Association 


ees 


| kditor’s 


‘HANGES needed in wholesaling 

methods to meet modern con- 
ditions were recently outlined by 
Frank Millard, 
Bureau of Foreign and Domestic 
Commerce of the United States De- 
partment of Commerce and now on 
the merchandising staff of Edwin, 
Wasey & Co... 

Mr. Millard quoted from the re- 
sults of a number of wholesaling 
surveys made by the Department of 
Commerce in various parts of the 
and in various wholesale 
fields. He cited the need for con- 
stant study by the wholesaler of 
his territory of the volume obtained 
from all accounts, and a recognition 
of the ever changing status of the 
country’s population which demands 
modifying of distribution methods. 

Traditions, customs, unsound 
policies, he said, were purple cows, 
which had to be slain if the whole- 
saler was to survive the attacks of 
more modern 
competitors. 
perience of a Middle Western whole- 
saler whose salesmen 
seventeen states because 


country 


pany had always covered that terri- 


'of other wholesalers, and other con- 


of other wholesalers and other con- 
survey showed that 85 per cent. of 
the company’s volume came from 
territory embraced by cities in three 
states. 

Only 45 per cent. of the total sales 
expense was needed to get that 85 
per cent. of the volume, yet the 
wholesaler was spending 55 per cent. 
of his costs to get the remaining 
15 per cent. Another wholesaler in 
the East was covering a lean and 
far distant territory at an exorbitant 
ccet merely because a 


was doing the same thing. Another 


jobber in another field was covering | 


the entire South, sending his sales- 
men on big jumps at enormous 
cost.. He discovered that by cur- 
tailing his territory and by concen- 
trating on his profitable retail out- 
lets he could serve those outlets 


more cheaply and at the same time 


build his volume through them. 

He quoted from the department's 
census of distribution, which showed 
that one-fourth of the retail es- 


tablishments in the country do more | 


than 75 per cent. of the total re- 
tail business and suggesied concen- 
tration on the more profitable out- 


) lets, 


“How does that situation parallel 
the situation in the automotive in- 
dustry?” he asked. “That same cen- 
Sus shows that 37 per cent. of the 


automobile accessory stores do less | 
than 4 per cent. of the business; 
| that a total of 55 per cent. do less 
| than 9 per cent. of the business and 


that 78 per cent. of the stores do as 


| little as one-fourth the business. 


“Now as wholesalers, you can re- 
flect on this, that by reaching one- 


| fourth of the available retail units 


for your products, you can reach 75 


een 


formerly with the | 


selling methods of | 
He pointed to the ex- | 


covered | 


the com- | 
pany had always covred that terri- | 


competitor | 


Column 


| 

per cent. of the total volume in the 
country.” | 
The trend in wholesale distribu- 
tion, he pointed out, was one in 
which the principal function was | 
| becoming the supervision of select- | 
ed retail outlets rather than selling | 
lan unlimited number of retailers. 
| The salesman would devote a large 
| part of his time helping the dealer 
keep the merchandise moving off 


become automatic, he said. 


CHICAGO JOBBERS 
SEE TRADE GAINS 


Expect to Use Lessons 
Of 1930 to Reach 


Former Levels 





CHICAGO, Jan. 8. — Although 

automotive wholesalers in Chi- 
cago took a loss in volume during 
1930, as compared with 1929, they | 
have found some measure of con- | 
solation in the fact that they gen- 
erally fared as well as merchants in 
most other lines of business and that 
| the falling off in their sales was due 
| in 
| lessened power or desire to buy. 

The decreases in sales of jobbers 
here ranged all the way from 20 to 
33 per cent. last year. Partially off- 
setting this was their introduction 
of economies within their own 
|} organizations and their tightening | 
of credits wherever necessary with | 
the end in view of maintaining | 
profits upon as large as 
possible, 

Talks with leading wholesalers 
brings to light that while some of} 
them accepted their lot philosophic- | 
ally, others, a majority in fact, are 
|quite concerned over what they refer 
to as serious abuses existing during | 
1930, tending to cut down their| 
already curtailed chances of mak- 
ing money. 

For one thing, these jobbers state, 
| discounts were shortened by some 
|manufacturers. Then, too, there 
| was a lack of price maintenance in 
|certain instances. 

Looking into 1931, principal job- 
| bers here have well-fixed ideas on 
| how the position of the wholesaler 
and his chances of making fair 
rofits may be improved. First, they 
urge correction of the alleged abuses 
referred to. Secondly, they are gen- 
|erally in favor of fewer wholesale 
outlets for a given product, one even 
|advocating exclusive’ distributor- 
ships. Thirdly, but not in that posi- 





a scale 








lin 


|lished a new branch store 


large measure to the nation’s | 





tion of importance, they feel in- 
|ereased volume for them in 1931 








DISTRIBUTION 
SHOP EQUIPMENT 
REPLACEMENTS 


Jobbers Assert Equipment _ 


Sales in Nebraska Healthy 


— The 


LINCOLN, Neb., Jan. 8. 
jobbing 


automotive equipment 

in Nebraska was def- 
lower in volume in 
1930 than for the _ preceding 
year, but most jobbers agree 
that the year was a healthy one for 


business 
initely 


beneficial in many ways. 


cent. the same month in 1929. 

Practically every established job- 
ber pulled through the year with 
a profit and there was very little 
reduction of personnel. Collections 
were the sore spot of the year, and 
most firms met the money situati 
by tightening down on credit an 
concentrating on‘ collettions. This 
condition, no doubt, was responsible 
part for the lower volume of 
sales. 

Nebraska jobbers believe that the 
wholesaling of automotive supplies 
is fundamentally sound and that 
1931 will see the business started on 
a gradual upturning, which will in- 
crease sales materially in the next 
five years. 

Despite tight money, there was a 
normal expansion in the jobbing 
business in the state. The Storz 
Supply Company of Omaha estab- 


north-central part of the _ state, 
while the L. J. Messer Supply Com- 
pany and the H. E. Sidles Company, 
both of Lincoln, branched out to 
tap the western part of the state 


and considerable territory in Kan- | 
sas, Colorado and Wyoming. The 


will, or should, be in proportion to 
the general pickup in business. 


Early in the fall the cheerfulness | j 
of the local wholesalers was restored | 


for the first time in months. A cold 


| snap started an unexpectedly large 


and healthy demand for winter 
items, with the result that October 


| Was,an unusually good month. Since 


then, mild weather has _ predomi- 
nated for the most part with the 
exception of several days around 
Thanksgiving. The  unseasonably 
mild spell undoubtedly had much to 
do with the 
manufacturers and jobbers, who did 
not relish an overstocked condition 
on winter items. That the waiving 
of strict price maintenance came at 
this time is connected with the ab- 
sence of more wintry weather dur- 


|ing November and December. 


Had their business been main- 
tained at the expected rate and on a 
highly profitable basis during the 
final two months, the year would 
have been considered fairly success- 
ful. As it is, the wholesalers now 
look forward to January and Feb- 
ruary as their banner months for 


winter items, and they have been! 


working with manufacturers’ repre- 
sentatives with the end in view of 
making possible a rate of profit 
commensurate with volume. 


in the| 


nervous state of both | 


Messer Company derived some of its 
| best business for the year from its 
|newly established store at, McCook, 
| Neb., while the Sidles company re- 
| ports a highly satisfactory year for 


|its new Scottsbluff, Neb., branch. 


| The Sidles Company was sep- 


‘the industry and that it has been| 4rated from the Nebraska Buick 
Sales fol- | 
|lowed a fairly normal and seasonal | latter company was purchased by 

e \ | trend with the notable exception of | the Buick Motor Company. . 
his shelves and order taking would | goiober which established a new Sidles, however, organized the H.Ng. 
|high record for that month in this | Sidles Company, which is strictly a 


state, topping by at least 15 per | Jobbing 


Company in the spring when the 


r 


firm, and _ retained his 
|branch stores in Omaha _ Des 
| Moines, Sioux City and Atlantic, Ia., 
and established the new store at 
Scottsbluff. 

Headquarters were moved into one 
| of the largest and- most modern 
| buildings in the state, occupied by 
a jobbing firm, at Lincoln, Sales 
| were spotty for the Sidles Company 
| during 1930, with October holding 
|high place. The company pulled 
| through the year with a reasonable 
| profit, however, due in part, no 
doubt, to concentration on credit, 
and a cutting down of overhead, 
which was effected without a reduc- 
tion in personnel. J. B. Hollenbeck, 
Sales manager, is confident that 
business will improve in 1931. 

Henkle & Joyce Hardware Com- 
pany of Lincoln also weathered the 
year without a reduction of person- 
| nel and at a profit. This firm more 
than doubled its tire sales over 1929. 
It handles the Mansfield line. Sales 
on most other lines were off from 
last year, and the company discon- 
tinued handling radios _ several 
months ago. E. G. Evans, manager 
of the automotive supply division, 
looks for steady improvement in 
sales from now on. 


f 
(OSS 
| 
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Camden, N. J., Jan. 8. Allie 
Evans, formerly with the Norwood 
Tire Company branch at Atlantic 
City, has joined the sales force of 
Heimbachs Auto Supply House, Inc., 
of this city. 


Dallas, Tex., Jan. 8. (UTPS).— 


James V. Haney, for the _ past 
twelve years traveling representa- 
|tive for Waco automotive jobbing 
houses, has been appointed sales 
manager for the Miller Company, 
Inc., of Waco. He succeeds G. C. 
Parker who resigned to accept a 
position with the Archnehold Auto 
Supply Company of that city. 


Camden, N. J., Jan. 8.—The Gen- 
eral Auto Supply Company here has 
added Miultibestos brake lining, 
Harrison radiators, Bear ‘wheel 
aligners and Lovejoy shock absorb- 
ers to its lines. 





CUMULATIVE NEW PASSENGER CAR REGISTRATION STATISTICS, DEC. 1930 


| IHinois 


Ill, ’29 


Marmon 
Oakland 


21| 
28) 


111! 
110) 


8} 
41| 


Itlinois | 
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Cadillac 
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Chevrolet 
Chrysler 
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~ 86) 


63 | 27| 


Graham 
Hupmobile 


Miscella- 
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NASH SETS DIVIDEND 
AT $4 ANNUALLY 


New York, Jan. 8—The Nash Mo- 
tors Company has declared a quar- 
terly dividend of $1, payable Feb- 
ruary 2 to stock of record January 
20, placing stock on $4 annual basis. 
Three months ago and six months 


Net income after all charges for 
the year ended November 30, 1930, 


amounted to $7,601,164, or $2.78 a/| 


share on the capital stock. This 


compares with net profits of $18,- 
013,781, or $6.60 a share earned in 
the fiscal year ended November 30, | 
1929. 


GOOD 


YEAR MAINTAINS 


ago the company designated each 
$1 declaration as “a dividend.” 

The company reported that net 
profits for the final three months 
of its fiscal year ended November | and Rubber Company declared reg- 
30, 1930, were larger than in any | ular quarterly dividends of $1.25 on 
previous quarterly period during the | the éommon and 
year. Net income after all charges | 
and taxes for the three months | .c*7e4 nS 


New York, Jan. 8.—Goodyear Tire 


ividend is payable 


| February 1 to stock of record Jan- 
ended November 30 amounted tO} vary 17 and the preferred April 1 


$2,108,485, equal to 77 cents a share | to stock of record March 1. 

on the 2,730,000 shares of no-par| after the meeting of directors 
value capital stock outstanding. In | statement was made that although 
the preceding quarter net income! because of the needs of substantial 


was $1,777,270, equal to 65 cents 4| year-end inventory ‘adjustments the | 


share. In the quarter ended May| common dividend was not earned, 
31, 1930, net income was $1,932,896, | directors decided to declare regular 
or 71 cents a share, and in the ini- | preferred and common dividends at 
tial quarter of the year net income | this time. 
was $1,782,512, or 65 cents a share. | “While none of our figures for 
The gain in earnings during the| the year are available at this time 
final quarter of the year followed | and we do not expect a report be- 
the introduction during this period | fore another month, the financial 
of an entirely new line of cars at | position of Goodyear is strong, and 
lower prices. All expense incident! in view of the present condition and 
to the introduction of these new the outlook for the future, we have 
models has been written off in ac-| expressed our confidence with the | 
cordance with the company’s usual| declaration of the regular divi- | 
conservative practice. dends,” Paul W. Litchfield, presi- 


$5 DIVIDEND RATE: 


$1.75 on the pre- | 
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|dent of Goodyear, told the Wall 
| Street Journal. 

“The tire industry is one ‘that 
| usually feels the first effects of the 
| business depression, but usually at 
| the same time is one of the first to 
recover,” Mr. Litchfield said. ‘We 
| feel the low point in business has 
been reached, and the recovery is 
getting under way with, we hope, 
the tire industry a little ahead of 
others. 

“Inventories are at a low point, 
| Which will necessitate increased op- 
| erations to prepare for the peak 
spring business. This week Good- 
year has stepped up operations to 
three eight-hour shifts daily, five 
days a week, compared with previous 
schedule of four six-hour daily shifts 
four days a week. This gives em- 
ployees forty hours of work instead 
of twenty-four. 

“The coming year should, we feel, 
be a better tire year all around than 
was 1930, and the present quarter 
will exceed the one just passed. Al- 
though the recovery in general busi- 
ness may be slow, we feel that it is 
beginning.” 


OTHER FINANCIAL NEWS 


HOUDAILLE-HERSHEY 


Report of Houdaille-Hershey Cor- 
poration and subsidiaries, exclud- 
ing Biflex Products Company, for 
nine months ended September 30, 
1930, shows net profit of $319,249, 
after depreciation, interest, Federal 
taxes, etc., equivalent to $1.83 a 


9 


el 


| 
| Share on 174,480 no-par shares of/| negotiations for purchase by Gen- 
Class A stock. This comparés with|eral Leather Co., a subsidiary, of 
net profit in first nine months of|certain assets, including cash, in- 
1929, of $2,877,925, after taxes and/|ventories, accounts receivable, good 
charges, equal after dividend re-| Will, and a certain amount of spe- 


| 


quirements on the $2.50 Class A 
stock, to $4.86 a share on 522,977 no- 
| par shares of Class B stock. 

Net loss of Biflex Products Com- 
| pany for nine months ended Sep- 
| tember 30, 1930, was $155,812 after 
depreciation, interest, etc. 

Income account of 

Hershey Corporation and _subsi- 
diaries, excluding Biflex Products 
Company for nine months ended | 
September 30, 1930, follows: Gross | 
profit $2,008,012; costs and expenses, | 
$1,181,011; operating profit $827,001; 
depreciation, $387,943; interest, 
$40,412; other deductions, less other | 
income, $30,971; Federal and Cana- 
dian taxes, $48,425; net profit, 
$319,249. 


Houdaille- 





REYNOLDS SPRING 


Reynolds Spring Company and 
| Subsidiaries report for nine months 
ended September 30, 1930, net loss 
of $330,188 after depreciation and 
interest, comparing with profit be- 
fore Federal taxes of $186,050 in 
first nine months of previous year. 
For quarter ended September 30, 
net loss was $234,141 after above 
charges, comparing with net loss of 
$80,029 in preceding quarter and 
profit before Federal taxes of $58,- 
399 in third quarter of 1929. 
Charles G. Munn, president. 
stated that directors authorized 





cial equipment of Lilly Leather 
Co. and to assume certain current 
liabilities for a consideration of 
$75,000. e 


LEE RUBBER AND TIRE 


Report of Lee Rubber and Tire 
Corporation for the year ended Oc- 
tober 31, 1930, shows loss of $193,915 
after expenses, depreciation and in- 
terest, but before inventory adjust- 
ments. After charging out $605,196 
for adjustment of inventories, net 
loss was $799,111. This compares 


| with net profit in preceding year of 


$485,930, equivalent to $1.61 a share 
on 300,000 shares of no-par stoek. 


LASSER CORP. SALESMEN 
IN SECOND PLACE 


Newark, N. J., Jan. 8—Salesmen 
connected with the Lasser Motor 
Corporation, Ford dealer, of 999 


| Broad St., still retain second place-in 


Edgewater division of the Cord sales 
contest. The standing of the Lasser 
salesmen is as follows: Harry Levy, 
7,860 points; Frank Farrow, 4,315; 
John T. See, 2,160; Bert Chapman, 
1,750; Franklin Kelly, 1,560; Clar- 
ence Boyd, 1,170; C. J. Cole, 1,170; 
H. P. Share, 1,520; M. J. Anderson, 
1,230. 


CURRENT PRICES OF PASSENGER CAR MODELS 


CORD—8-cyl. 13742 W. B. 
geséaees 2,395|Cabriolet .... 2,495 
Brougham 2,395' Phaeton Sedan..2,595 


DE SOTO—Six. *1694% O. A. 
Stand. Coupe.....740|Roadster 
4-dr. Sedan......775'Con. Coupe 
Coupe (RS). 75) 
DE SOTO—8-cyl. *177 O. A. 
2 Business Coupe.965\5 Touring ....... 1,035 
2-4 Roadster‘RS) 985/5De L. Sedan. ..1,065 
5 Stand. Sedan...995/2-4 Con. Coupe 
2-4 De L. Coupe | 
(RS) osede chan 


DODGE—Six. 


2 Business Coupe.735|/5 4-dr. Sedan..... 
2-4 Stan. Coupe 5 4-dr. Phaeton... 
(RS) |2-4 Con. Coupe 


AUBURN—8-98. 127 W. B. 
Standard Models, not including free wheeling 
2-dr. Brougham. .945|Con. Cabriolet. .1,045 
4-dr. Full Sedan.995|Con. Phae. Sed..1,145 
B. Man’s Coupe.995) 

AUBURN—6-85. 120 W. B. 

Sport Sedan... 995|Sedan ......... 1,095 
Cabriolet .. 1,095] 

AUBURN—8-95. 125 W. B. 

Sport Sedan ..1,195tCabriolet .......1,295 
Sedan esse ees 1,295/Phaeton Sedan..1,395 

AUBURN—8-98. 127 W. B 
Custom Models, including free wheeling 
5 4-dr. Sedan...1,195|Cabriolet (R.S.).1,245 
B. Man's Coupe.1,195|/5 Con. Pha. Sed..1,345 
5 2-dr. Brough. . 1,145) 

AUBURN—8-125. 
Sport Sedan ..1,495| Cabriolet 
Sed 1,595|Phaeton Sedan.. 

AUSTIN—1t-cyl. 75 W. B. 

2 Roadster 445|2 Coupe ......+.-. 395 
BUICK—8-50. 114 W. B. 
Coupe.. .1,025|5 Phaeton 


Sedan. ..1,035|2 Spt. Coupe... .1, 
Roadster.1,055|5 4-dr. Sedan 


BUICK—8-60. 118 W. B. 


Coupe...1,285|5 Phaeton ..... 
Coupe ..1,325|4 Spt. Roadster 
\5 4-dr. Sedan 


BUICK—8-80. 124 W. B. 
aksend 1,535|5 4-dr. Sedan 
BUICK—8-90. 132 W. B. 


Roadster.1,610;5 4-dr. Sedan 
1,620|7 4-dr. Sedan ..1, 
«+e 2,035 


Sedan 


795 


"176% 0. A. 


130 W. B. . 
anaens 595 
1505 DODGE—Six. 
Business Coupe 
(5 wire wheels) 
2-4 Coupe (RS) 
(5 wire wheels) 
5 Sedan (5 wire 
wheels) 


114 W. B. 


2 Business Coupe 
815) (6 wire wheels) 
412-4 Coupe (RS) 
835! _ (6 wire wheels) 
(5 Sedan 
845| wheels) 


DODGE—Eight. 118 W. B. 


2-4 Coupe (RS) 5 Sedan (6 wire 
(5 wire whlis) WHOS) cccces 1,170 
5 Sedan (5 wire 
wheels) 


850 


870 
(6 wire 

2 Bus. 
5 2-dr. 
4 Spt. 


1,095 


1,135 
DODGE—Eight. 
2-4 Roadster(RS) 995|5 Sedan 


2-4 Stan. Coupe |2-4 Con. 
(RS) e+e +++ 1,0235; (RS) 


DURANT—4-cyl, 112 


675|Coupe 
Sedan . -695) 


DURANT—46-14. 
(Three Speed 


4-dr. Coach .-125 
Business Coupe. .785 
Stan. Coup (RS).815 
Stan. Sedan . 645 
*Six wire wheels. 
ESSEX—6-cyl. 113 W. B. 
sereeee- 595|Standard Sedan 
Coach ...........595|Sport Roadster... 
Coupe (RS) ..645|Touring Sedan.... 
FORD—Model A. 4-cyl. 10342 W. 
Pickup Op. Cab. .425|Standard Sedan 
Roadster ........435| (3 win.) 7 
Phaeton 440! 4 Victoria 
Pickup C) 455|De Luxe Phaeton .625 
Tudor Sedan ...495|Cabriolet 62 
© Coupe ...........495)4-dr. De Luxe 
De L Roadster...520| Sedan (2 win.)..640 
Sport Coupe ....525'|Town Sedan ....660 
De Luxe Coupe.. .545|Town Car....... 1,200 


FRANKLIN—Transcontinent. 6-cyl. 125 W.B 
5 Sedan ........2,295|Vic. Brougham. .2,395 
Oxford Sedan.. .2,345|Pursuit 2,495 
SE eceessens 2,345/Town Sedan..... 2,425 
Con. Coupe... . .2,395} 
FRANKLIN—Transcontinent, 6-cyl. 132 W.B. 
Roadster (6 Tee cvaceses 2,475 
wire wheel®)..2,345/Sport Salon.....2,595 
5 Special Sedan .2,425|Spec. Limousine .2,i25 
FRANKLIN—De Luxe. 6-cyl. 132 W. B. 


5 Sedan 2,695|7 Sedan ........ 2,895 
5 Pirate Tour...2,695|7 Limousine .....2,995 
7 Pirate Phaet..2,695|Town Berline (6 
5 Oxford Sedan.2,745| wire wheels). .3,195 
Club Sedan..... 2.745|Speedster (5 
Con. Coupe wire wheels)...3,345 
Town Sedan.... Speedster. .3,495 
Vic. Brougham.2,795) 
GARDNER—MODEL 158. 


Sport Sedan _ . .2,070|Coupe 

Brougham . 2,120|\Sedan 

Roadster er 
GARDNER—Model 148. 125 W. B. 


Roadster ..1,795|\Sport Phaeton. .1,84 
Brougham .....1,795|/Sedan ......... 1,84 
Sport Sedan ...1,795 


GARDNER—Model 136. 122 
Sport Sedan ...1,270/Brougham 
CN oi Bene ead 1,320|Roadster 
GRAHAM-PAIGE—Standard Six. 

845| Roadster 
Town Sedan 895|Sedan 
Coupe (R.S.)..... 895! 
GRAHAM-PAIGE—Special Six. 
Coupe 925|Town Sedan 
Coupe (R.S.)..... 975\Sedan .......+ eas 


2 Bus. 5 
2 Spt. ole 
118 W. B. 


4 Coupe 
Coupe 


4 Spt. 


2 Spt. 
5 Coupe 
CADILLAC—V-8. Fisher Custom. 134 W B. 


2 Cou 2,.695|2 Con. Coupe...2,94 

5 Coupe .-2,795|7 Sedan .......- 2,945 

5 Sedan ...2,795|5 A. W. Phaeton.3,795 

5 Town Sedan..2,845/7Imp. Sedan . .3,095 

2 Roadster . 2,845! 7 Touring (Fleet- 

5 Phaeton ..2,945| wood) 3,19 
CADILLAC—V-12. 140 W. B. 


e ...3,795|/7 Sedan (143 
5 eee ..3,895| (W. “B.)......-4,195 
3,895|7 Touring 
3,945|7 Imperial Sedan 
3,945) (143 W. B.)..4,345 
4,045)|A. W. Phaeton. .4,895 
Con. Coupe ... .4,045) 
CADILLAC—V-16. 148 W. B. 
Fleetwood Custom, 

. .5,350|2 Coupe vere» 6,850 
.5750|2 Con. Coupe.... 
5,800\5 Club Sedan.... 
§950\5 Sedan ......... 
5950/9 Sedan Cabrio...7,125 
5'950|7 Sedan 7,225 
6.125\5 Imperial .. 7,300 
6150/5 Imp. Cabriolet.7,350 

6225|7 Imp. Sedan....7,525 
6 300|10wn Cabriolet 
6 350|_ (Opera seats) .8,750 
6500|rown Cabriolet 
6,525) (quarter win- 


Ww. B. 


4-dr. 
112 W. B. 
Transmission) 

*"De L. Roadster. 
*De L. Coupe... 


*De L. Phaeton 
*De L. Sedan 


6-cyl. 


935 
945 
. 960 


975 


2 Coupe 695 


2 Roadster ... 
A. W. Phaeton. 
2 Coupe 
5 Coupe 
5 Club Sedan... 
5 Sedan 
5 Sedan 


5 Imperial! 
5Imp. Cabrio... 
5 Phaeton 
TImp. Sedan... 8 
Town Cabriolet | rown Cabriolet 
(opera seats). .6,525| (eather 
Town Cabriolet, quarters) : 
(q’rter win.)..6,525/1im. Brougham. 8,750 
Town Cabriolet, [Town Brougham.9,200 
(full leather) .6,525/Town Brougham.9,700 
Lim. Brough'm.6,525) 


CHEVROLET—6-cyl. 100 W. B. 


2 Roadster 475|5 Sedan 
2-4 Sp. Roadster. .495|/5 Special Sedan... 
5 Phaeton 510|5 Coupe 595 
2Coupe (3 win.)..535}Con, Cabriolet... .615 
2Coupe (5 win.)..545)Lan. Phaeton.... .650 
§ Coach .........545! 
2-4 Sport Coupe 
(5 windows) .. .575| 
CHRYSLER—‘‘6.” 


Roadster 
Coupe 
CHRYSLER—8-cyl. *186 O. A. 
2-4 Roadster ...1,495|5 Royal Sedan 
2-4 Royal Coupe (Special) 
(Standard) ..1,495) 2-4 Sport Roadster 
5 Royal Sedan (6 wire wheels) 1,595 
(Standard) ...1,525|2-4 Con. Coupe. .1,665 
2-4 Royal Coupe 
(Special) .....1,535;) 
CHRYSLER—Imperial. 8-cyl. 211 O. A. 
2,745|7 Sedan Lim 3,145 
<2 2-4 Cus. Coupe. .3,150 


a] 


dows) 750 


635 
650 


130 W. B. 


6-ceyl. 
5 


w. 


115 W. B. 


FBedan .cccces- 


toria 
5 5 Victoria 


126 W. B. 
1,195 
+245 
134 W. B. 
«++ 2,095 


GRAHAM-PAIGE—Special Eight. 
Coupe .....%...1,155|Sport Sedan..... 
Coupe (R.S.)...1,195|Sedan 
GRAHAM-PAIGE—Custom Eight. 
5 Sedan ........ 1,845 7 Limousine 
FROGRR wocsccce 1,895 
HUDSON—8-cyl. 119 W. B. 


875|Standard Sedan.. .995 
895|Sport Roadster... .995 
Coupe 925'5 Phaeton 1,095 
Touring Sedan...945 


HUDSON—8-cyl. 126 W. B. 
Sedan...1,145|7 Phaeton ......1,285 
eeees 1,195\Club Sedan......1,445 
1,450 
114 W. B. 
(RS). .1,050 
....1,050 
(RS)..1,075 


118 W. B. 


Coupe 
Coach 


5 Tour 
Brougham 
7 Fam. Sedan...1,195'7 Sedan 


HUPMOBILE—Century 6. 
5 Sedan . .995! Cabriolet 
Com. Coupe.. .995'5 Phaeton 
2 Coupe (R.S.)...995| Roadster 


HUPMOBILE—Century 8. 
§ Sedan ....... 1,295|2 Cabriolet (RS).1,350 
2Coupe (RS)...1,295'5 Phaeton ..... -1,350 
2 Com. Coupe. . .1,295' 2 Roadster (RS).1,375 


HUPMOBILE—Series C. 121 W. B. 
5 Sedan .......1,595|Victorja Coupe 
2 Coupe (RS) 1,595|7 Spt. Phaeton 
2Cabriolt (RS).1,595)}5 Town Sedan.. 
4 Coupe e+ 1,615 


HUPMOBILE—Series H. 125 W. B. 
5 Sedan .....1,895! Victoria Coupe. .1,915 
2Coupe (RS)...1,895'7 Spt. Phaeton. .2,005 
2 Cabriolt (RS).1,895 5 Town Sedan.. .2,005 
4 Coupe 1,915 


HUPMOBILE—Series U. 
7 Sedan ‘ 2,295|Sedan 
Victoria Coupe.2,295 
All Hupmobile models include free wheeling 


JORDAN—Standard 80. 120 W. B. 
5 Sedan 1,795|Coupe 


JORDAN—Great 90. &-cyl. 125 W. B. 


RE vidoes 2,295|Playboy Roadsr.2,595 
Stand. Coupe. ..2,295|Speedboy Sport 
Cony. Coupe....2,495| Phaeton —<sre 
Sport Sedan... .2,595| 


JORDAN—Great 90. 8-cyl. 131 W. B. 


T TORTS access 2,495/7 Sedan Limo...2,695 
7 Sedan 


LA SALLE—8-cyl. 134 W. B. Fisher Custom. 


eee saccens 2.1955 Town Sedan. .2,345 
DE osrsese 2,295|7 Sedan 2,475 
2 Con. Coupe Sedan.. .2,595 
5 Coupe 
LA SALLE—8-cyl. 134 W. 
Custom. 
...+2,245/5 Sedan Cabrio. .3,245 
.2,345|5 Sedanette ....3,245 
5 A. W. Phaeton.3,245 


LINCOLN—8-cyl. 145 W. B. 
Standard Models 


Sport Phaeton..4,400'Town Sedan 
Sport Touring..4,400| (3 windows).. 
5 Coupe ..+++4,600|5 Sedan ..... 
Town Sedan {7 Sedan 

(2 windows) . .4,600;7 Limousine 


LINCOLN—8-cyl. 145 W. B. 
Custom Models 


Con. Roadster Con. Sedan 
(Le Baron)...4,700| (Dietrich) 6,800 
2 Coupe |A. W. Brougham 
(Judkins) .5,200 (Le Baron) ...7,100 
Berlin (2 win.) A. W. Brougham 
(Judkins) .. 5,800 (Brunn) ......7,200 
Berline (3 win.) A. W. Cabriolet 
(Judkins) S.C. (LeBaron) .7,300 
Limousine |A. W. Cabriolet 
(Willoughby) (Brunn) 7,400 
Con. Phaeton |Panel Brougham 
(Derham) . .6,200 (Willoughby) 
Con. Coupe 
(Dietrich) ...6,400 
MARMON— 83. 


2 Stand. Coupe.2,275|2 Con. 
5 Sedan .+.++-2,295|/7 Sedan 
5 Club Sedan...2,345|7 Limousine 
MARMON—‘0. 
2Stand. Coupe...950|4 Vic. Coupe.... 
5 Sedan ...995'2 Con. Coupe 
MARMON—lI6-cyl. 145 W. B. 
5 Sedan .«+..4,775/2 Con. Coupe... .4,875 
2 Coupe ....... 4,795\|7 Sedan 4,945 
5 Cl. Cp. Sedan.4,845|5 Con. Sedan... .4,995 
4,845|7 Limousine ....5,045 


(Recent price changes in bold face) 


.1,615 
1,685 
1,705 


Ww. B. 
2 2,445 


137 
Limou 


B. Fleetwood 


2 Roadster 
7 Touring 


4,600 
4,700 
. 4,900 
.5,100 


5,800 
6,100 
7,400 


130-136 W. B. 
Coupe. . .2,395 
2 


995 
1,045 


NASH—‘'660."" G-cyl. 11444 W. B. 
Coupe 795\4-dr. Sedan 
2-dr. Sedan......795|Touring 
Coupe (RS) 


NASH—“'870." 8-cyl. 
Coupe 945'4-dr 


4-dr. Spec. Sedan.955!4 Con 
Coupe (RS) 


NASH—‘‘880."" 8-cyl. 121 W. B. 

1,245|4-dr. Town Sed 
Coupe (RS).....1,285'4 Con. Sedan 
4-dr. Sedan... .1,295 


NASH—‘‘890."" 8-cyl. 

4-dr. Sedan (124 \Victoria .. 

EA sesecaes 1,565 Ambassador 

Coupe ....... ..1,695|7 Sedan 6 

Cabriolet .....1,695/7 Limousine 
Coupe (RS).....1,745) 


**OAKLAND—8-cyl. 
Coupe ...........997|Con 
2-dr. Sedan Sedan .. 
Sport Coupe....1,077'Custom Sedan 


OLDSMOBILE—6-cyl. 11342 W. B. 
Standards x 
,845\4-dr. Sedan 
Business Coupe...845|Con. Roadster 
Sport Coupe 895| Patrician Sedan 


OLDSMOBILE—6-cyl. 113'2 W. B. 
De Luxe Models 


910\4-dr. Sedan ‘ 
910\|Con. Roadster 


845 


116'4 W. B. 


Sedan 
Sedan. 


.. -995 
1,075 


Coupe 1,375 


133 W. B. 
1,765 
1,825 
..- 1,925 
. -2,025 


117 W. B. 
Coupe 


2-dr. Sedan 925 


2-dr. Sedan 
Business Coupe 
Sport Coupe 


PACKARD—8-26. Standard 8. 
5 Sedan . -2,385) 


PACKARD—8-33. Standard 8. 


2 Roadster .. 
4 Phaeton 

2 Coupe 

7 Touring ... 
2 Con. Coupe 
5 Coupe 


PACKARD—8.40. De Luxe 8. 


4 Phaeton 3,490|4 Sport 
2 Roadster 3.490'5 Sedan .. 
2 Coupe ... .3,545'5 Coupe ...... 
7 Touring ......3.595'5 Club Sedan 
2 Conv. Coupe.. .3.595| 


PACKARD—8-45. 
7Sedan ... 


PEERLESS—Standard 8. 


4 
BEER cccccces 1,495'5 Brougham .... .1,545 
2 Coupe (RS)...1,495\2 Cabriolet (RS).1,595 _ 
5 Club Sedan. ..1,545) ‘ 


5 
PEERLESS—Master 8. 


5 Sedan 1,995'5 Brougham 
2 Coupe (RS) ..1,995\i Cabriolet . 
5 Club Sedan.. .2,045 


PEERLESS—Custom 8. 


2Coupe (RS)...2,795'5 Brougham . 
5 Sedan 2,795|7 Sedan ... 
5 Club Sedan. ...2,845,7 Limousine 


PEERLESS—8-cyl. 125 W. B. 
De Luxe Master 
2,320! Brougham 
2Coupe . 2,320| Cabriolet 
Club Sedan 2,370 


PIERCE-ARROW—43. 8-cyl. 134 W. B. 


2-4 Coupe (RS) .2,685'2-4 Sport Roadste 
5 Sport Tourer.2,895| (RS) .........2 


PIERCE-ARROW—43. 8-cyl. 
5 Sedan .. 2,685|7 En 
5 Club Sedan.. .2.835|5 Con. Sedan 
7 Sedan 2,995 

PIERCE-ARKOW—12. &-cyl. 142 W. B. 
5 Tourer .......3,450\4 Spt. Phaeton..3,750 
2-4 Spt. Roadster 5 Club Sedan...3,745 

(RS) .3,450|7 Sedan 3 5 

2-4 Con. Coupe |\5 Club Berline 

3,650'7 En. Dr. Limou.3,995 
.3,695 

PIERCE-ARROW—42. &-cyl. 147 
7 Spt. Tourer...4,275 5 Sport Sedan 
2-4 Con. Coupe | (Le Baron).. 

(RS) .........4,275|7 En. Dr. Limou 
7 Sedan ....-4,785. (Le Baron).. 
1En. Dr. Lim. .4,985|Formal Town 
2-4 Coupe (RS) | Brougham .... 
(Lé Baron)...5,100|Formal Town 

5 Coupe Victoria | Car 
(Le Baron)...5,100|Formal Town 

5 Con. Sedan | Landaulet ... 
(Le Baron). ..5,200) 


2,525/7 Sedan 
. .2,525|7 Sedan 
. .2,550'Conv 


Lim 


Sedan 3,465 


5 

14012 W. B. 

Phaeton3.790 . 

eich i 

. .3.850 2 
3.950 


De Luxe 8 14542 W. B. 5 
. .4,150\7 Sedan Lim.....4,285 2 


18 Ww. B 2 


125 W. B. 


. 2,045 
. 2,095 5 


138 W. B. 6 


v1 2,845 g 
22. 21945 


2,370 
. -2,430 


4 


137 W. B. 


.. 3,650 


W. B. 
5,375 
. 5,975 
6,250 
6,250 


- 6,400 


2 Bus. 
895 2 Bus. 
2-dr. 

4 Roadster 


1,325 Sedan 


(2 Bus. 


STUDEBAKER—Commander 8-70. 
4 Coupe 
5 Sedan 

935 4 Victoria 

960 5 Regal 

STUDEBAKER—Dictator. 

2 Coupe 

990 4 Coupe 

. 1,000 STUDEBAKER—President 8-80. 

..960| Patrician Sedan.1,025 5 Sedan 

12714 W. B. 2 Coupe . 

. 4State Roadstr. 1,950 

4 State Coupe.. 

1341¢ W. B. STUDEBAKER—President 8-90. 

..2,425|5 Club Sedan....2,675 7 Tourer 

..2,425'4Sport Phaeton.2,725 7 State Toure 

2,785 7Sedan ..... 
...2,885 5 Brougham 


Cc 


. -3,145-~6 Bro. Limousine 


5 Chaumont .. 


Dr. Limou.3,145 9 Roadster 


5 Touring 
2 Coupe 


5 Standard Sedan.795| 5 Sedan 


PLYMOUTH—4-cyl. *167 
Roadster. .535|5 Phaeton wet 
Coupe 565}2 Coupe (RS).... 

Sedan 565'4-dr. Sedan. 

610|4 Con. Coupe.. 

**PONTIAC—6-cyl. 112 W. B. 


Sedan 772;Con. Coupe . . .842 
Coupe ssseeceeses972/4-dr. Sedan.......842 
Sport Coupe ....812}Custom Sedan... . 882 
REO FLYING CLOUD—6 cyl. 125 W. B. 
. .$1,695|/Coupe . $1,695 
REO FLYING CLOUD—8 cyl. 130 W. B. 
Sedan ....$1,995|Coupe . $1,995 


REO ROYALE—8 cyl. 135 W. B. 
Sedan . -$2,485| Coupe . -$2,485 
STUDEBAKER—6. 6-cyl. 114 W. B. 
Including free wheeling 


-.--495|Tourer ...........895 

. 845|/Regal Tourer..,..895 
895|5 Regal Sedan 

895| (6 wire wheels) 995 


124 W. B. 


oO. A. 


625 
625 
. .625 
. 695 


2-dr. 


Roadster .. 
Coupe 
5 4-dr. Sedan. 
4 Coupe (RS). 


1,585|5 Brougham 
wakes 1,585} (Cloth) 
1,585/5 Brougham 
-1,785| (Mohair) 


8-cyl. 
1,095|5 Sedan 
1,150/Regal 


1,785 
Sedan. 1,785 
114 W. B. 


. 1,150 
1,256 


130 W. B. 


5State Sedan 
(Mohair) . .2,050 
5State Sedan 
| a 2,050 
136 W. B. 
1,850! State Victoria.2,350 
.2,150/7 State Sedan 
.-2,150| (Mohair) 
|7 State Sedan 

.-2,350; (Cloth) .. 
Brougham 7 Limousine 
(Cloth) . 2,350] 


STUTZ—LA, 6-cyl. 12714 W. B. 
Coupe 1,995)2 Speedster . 2,585) 
Sedan . .2,245/4 Speedster . 2,585 


Coupe 2,245/4 Speedster (TC) 2,785 
ab. Coupe.....2,445) 

STUTZ—MA, 8&-cyl. 13442 W. B. 
NR cack 3,445|\Cab. Coupe......3,595 
Coupe . 3,495!Tor. Speedster... .3,595 
Speedster .....3,495|5 Sedan ... . 3,695 
Speedster .....3,495|4 Speedster (TC) 3,795 
STUTZ—MB. 8. cyl. Custom. 145 W. B. 
Speedster .... 3,595/7 Limousine .....3, 
Sedan 3,855\Cab. Coupe......3,995 
Sedan . .3,895/5 Con. Sedan... .4,395 
STUTZ—MB. 8-cyl. Salen. 145 W. B. 


Sedan (7 Sedan Limousine 

(Le Baron)... (Le Baron)....5,195 

Brougham 5 Trans. Cabriolet 

(Le Baron)... (Le Baron)... .5,610 

Sedan 7 Trans. Tewn Car 

(Le Baron).. (Le Baron)... .5,700 

7 Trans. Town Car 
(Pleetwood) ..7,495 


Sedan.. 


Pee 1,850 
a 


2,050) 
r. 
. . -2,350 


.» 2,350 
. -2,600 


(Mohair) 


4,795 
4,995 
4,995 
(Le Baron)...5,195 


(Le Baron).. .5,195) 
STUTZ—MA. §&-cyl. 13442 W. 
Chateau Series Weymann. 
Longchamps ..4,145|5 Versailles 
STUTZ—MB. &-cyl. 145 W. B. 
Chateau Series Weymann. 
. 4,545|5 Monte Carlo 
6-eyl. 110 W. B. 


495|5 Club Sedan 
545|5 Sedan 7 


6 Sed Limousine 


. 4,145 


4,695 
WILLYS—6-97. 

625 
oom 


WILLYS—6-98-D. 6-cyl. 113 W. B. 
4 Victoria Coupe.795| 4 Vic. Coupe (DeL) .850 
(DeL)....850 
WILLYS—8-30-D. 8-cyl. 121 W. B. 
4 Victoria Coupe.995|4 Victoria Coupe 
5 Sedan (De Luxe).....1, 
5 Sedan 
WILLYS-KNIGHT—66-D. 6-cy]. 121 W. B. 
4 Vic. Coupe... .1,095}4 Vietoria Coupe 
5 Sedan 1,095) (De Luxe).....1,195 
5 Sedan (DeL). 1,195) 


*Over all length of chassis 
wheel base. 

**As delivered prices only are quoted, 
they vary in different sections ef the 
country and the Oakland-Pontiac prices 
given above are for New York city only. 


695 


instead of 





‘Ma 


v 


. 


10 














SERIES TN TY 
oats Se ee eS 
Se REX BIS 


‘RMON 


SS at ons Dt. 


@ 


ies 
he a 


yi 


ABOVE IS A VIEW of the Marmon dealer luncheon, held Wednesday in Hotel Commodore, where the 
Marmon Motor Car Company was host to its distributors and retailers throughout the East, Leading execu- 
tives of the Marmon company were speakers 


a 


ee OF GABRIEL CO. 
PARK thee NHO CONFIDENT BUSINESS — 
S ot a nas SHOW HAS REACHED TURN 


| EW YORK, Jan. 8.—Convinced | 


with us is not near so great. It looks to me as if we are more | that business is on the road to 
than holding our own in comparison with others.” recovery, the Gabriel Manufacturing 
* oe Sn | Company is preparing for operations 

S usual, the annual dinner of the Motor and Equipment | jn 1931 as usual, George Ralls, presi- 
Association was colorful and peppy. There were no | dent, stated here yesterday. Mr, Ralls 
speeches—there never are, the affair being a get-together of | has been in New York all week in 


the executives of this powerful branch of the industry for a| Se = ——— — 
nine 4 . : tdc ae mante inte Jt . | “People have been telling us for 
breathing spell in the midst of a strenuous week. This dinner, | » tena teat teat Gn aan aan te bale 


if anything, surpassed previous efforts of the association and} to recovery,” he said. “They are 
congratulations are being handed to Montie Heminway, ex-| right. There can be no doubt about 
ecutive head of the M. and E. A., for the masterly staging} that. A nation such as ours cannot 
of the banquet. The entertaining talent was of the best and/| Pep but pull up. 
in the way of an “epitaph” for the 1931 dinner it might well| ,™M™, Ralls approved the , 
aaa os I Pp es g | course of business leaders in this 
be said “a good time was had by all, trite but true. It was} country, pointing out that no effort 
the pleasure of this column conductor to view the stage pro-| had been made in recent months to 


ceedings from a comfortable seat at the table of his old| cover up the fact that business was 
| slower than usual. But at no time, 


friend, W. J. Zucker, general manager of the Stewart-Warner lee eid tek Aanestonm feebeees tot 
Speedometer Corporation, with whom he swopped remin-'|sight of the future or lost their faith 
iscences of those early days in Chicago when the motor men| in that future. 

of that city contributed so much to the development of the} Gabriel Manufacturing Company 
industry in the promotion of contests that would prove to the Sua Gesu Gad Gis wean, 
public the utility of the automobile, and legislating for roads | tion a return to normal before may’ | 
on which to run the cars. In this Zucker was one of the! months. 

leaders. 


recent 


* a 

Others of this sort we chatted with were Ned Chalfant | 
of the National Standard Parts Association, Carl Metzger of | 
Houdaille-Hershey, J. C. Ferguson of Eclipse-Bendix, H. H.| 
Crawford of Pines Winterfront, George Townsend, former | 
president of Moto Meter; Dave Fenner of Mack, Frank Willis | 
of Bragg-Kliesrath, Earl McGinnis of AC plugs, John V. A. | 
Warner of the S. A. E. But why go on—every one there 
seemed to be an old friend. 


+ * * 

RED DUESENBERG will not admit he is a salesman— 
just an engineer trying to get along by turning out a 

big car—but the fact remains that he qualified for a sales- 
man’s diploma this week by selling the same car twice, each 
time to a different person. It counts for two sales,. though, 
for each customer thought he was buying the particular 
one he was looking at. Duesenberg is confident of his ability! 


to build another just like it in time to fill both orders. 
% a * * { 


OMER McKEE, a Marmon executive as well as being its 
advertising agent, was at the N. A. C. C. dinner, where 
he confided to his old friend Fred Dayton, who poses ag a 
motor boat expert since buying a speedy craft himself last 
summer, that he was thinking of becoming aquatic. Asking | 
about what he should buy, McKee asked many questions, then 
confided that he had to look into these details because “I don’t | 
know what size lake I wear.” | (UY BROWN, vice-president and 
secretary of the Campb:>ll-Ewald 
and one-half day week schedule,| Company, Detroit, whcse sudden 
with three eight-hour shifts daily.| death Wednesday in Detroit was an- 
The plant has previously been oper- | nounced in the Automotive Dai'y 
ating only four days a week. On| News yesterday. Mr. Brown was a 
the new schedule the plant will| prominent figure in Detroit auto- 
have an output of 5,000 tires daily.’ mobile cireles, 


Dies Suddenly 


| 
| 
| 
| 


GOODYEAR’S ALABAMA TIRE 
PLANT BOOSTS OPERATIONS 
Gadsden, Ala., Jan. 8 (UTPS).— 
The tire mill of the Goodyear Tire 
and Rubber Company here on Jan- 
uary 5 began operating on a five 


G. M. WILLIAMS, president of Marmen, accepting medal awarded 
by metropolitan section S. A. E. to Howard C. Marmon for develop- 


ment of Marmon sixteen-cylinder aluminum engine. 
was presented by Lowell Brown, chairman of the S. A. E. committee 


Austin Car Sales Pick Up; 


The medal 


Weingar Sees Spring Gain 


(Continued from Page 1) 
latter part of March or the first 
of April.” 

Discussing business conditions gen- 


| erally throughout the country Mr. 


Weingar said that he had noticed 
a much more optimistic feeling 
in the East than in the West. 
“Our own experience leads us to 
think that we are through the worst 
thirty-day period. Inquiries that go 


| over my desk lead me to think that 


we are again on the upward trend. 
Our .own actual orders, stimulated 
by the new roadster and the panel 
delivery car, indicate better business 
at present than in November and 
December. 

“In the last seven months of 1930 
we shipped 8,300 cars. Considering 
the fact that business has been so 
bad we think that this is quite 
favorable. 

“The cut in price on the standard 
coupe to $395 which was effective 
January 3 will, we believe, stimulate 
sales.” 

Regarding operating costs Mr. 
Weingar pointed out that’ the 
American Austin Car Company is 
receiving the benefit of the nine 
years of engineering experimenta- 
tion which was done by the parent 
company in England. “In’* other 


| words,” he said, “the American com- 


pany has started operation with 
nine years of experience behind it 


| for which it was not charged.” 


KETTERING PRESIDES 
AT S. A. E. BANQUET 


(Continued from Page 1) 


Kettering was James Schermer- 
horn, former Detroit newspaper 


man, who spoke humorously on en- 
gineers and their misdeeds. 

In the course of the dinner the 
officers of the Society of Automo- 
tive Engineers for 1931 were an- 
nounced, as follows: 

Vincent Bendix, president; George 
W. Lewis, vice-president, aircraft 
engineering; Arthur Nutt, vice-pres- 
ident, aircraft engine: W. F. 
| Joachim, vice-president, Diese] en- 
gineering; C. B. Parsons, vice-pres- 
ident, passenger body engineering; 
A. K. Brumbaugh, vice-president, 
production engineering: F. K. 
Glynn, vice-president, transporta- 
tion and maintenance engineer; C., 
W. Spicer, treasurer; L. R. Bucken- 
;dale, vice-president, motor truck 
and motor coach engineering; E.S. 
Marks, vice-president, passenger car 
| engineering. 


WICHITA, KAN. 


Wichita, Kan., Jan 8. — The 
| Wichita Automobile Dealers’ Asso- 
| ciation will hold its annual auto- 
mobile show in the Forum from 
} March 9 to 14, inclusive, 








700 Dealers Cheer Nash 
At Annual Show Luncheon 


EW YORK, Jan. 8.—More than 

seven hundred members of the 
Warren-Nash Company, metropoli- 
tan distributor for Nash Motors, 
gathered at the Pennsylvania Hotel 
yetesrday for their annual luncheon 
in honor of Mr. Nash. 

C. B. Warren, head of the local 
distributorship, presided over the 
gathering, and he paid a warm trib- 
ute to the leadership of Mr. Nash 
during the past difficult year. He 
recalled the advice which Mr. Nash 
gave the organization last year, 
which at the time seemed to some of 
his hearers to be needlessly con- 
servative, but which the events of 
the year have proved entirely sound. 
When Mr. Warren introduced the 
guest of honor, the entire audience 
rose and cheered. 

Mr. Nash, as usual spoke directly 
to the point. He told the dealers 
exactly how good the merchandise 
is that has been given them for 
1931. He tceld them that the com- 
ing year was going to show improve- 
ment for dealers who go to meet it 
with heads up and shoulders to the 
wheel. The applause that greeted 
Mr. Nash's statements were ample 
proot that the organiaztion is ready 
and set to go, with a spirit of sound 
optimism throughout its member- 
ship. 

A number of foreign Nash deal- 
ers were seated at the speakers’ 
table and were introduced to the 
Warren-Nash organization. 

NEW BODY BUILDER 

Newark, N. J., Jan. 8—The Gen- 
eral Auto Body Service, Inc., to 
manufacture bodies for automobiles 
here has ep formed by Dona!d 
B. Munsick, Charles W. Chadwick 
and Gerald J. Kent, Jr., Newark. 


' 
w 


N intimate view of the Oldsmobile’s new ty pe of 
executives and dealers, which has been held this 


DAYTON RUBBER CUTS 
TIRE PRICES 5-10% 


Akron, Jan. 8.—Automobile tire 
prices were reduced today by the 
Dayton Rubber Company of Dayton, 
O., from 5 to 10 per cent., according 
to announcement by J. A. Mac- 
Millen, president of the company. 

This is the first of the price cuts 

expected to be put into effect by the 
entire rubber industry within a few 
|days. After the mail ordey houses 
recently cut prices around 12 per 
cent., it was accepted as a certainty 
that the manufacturers would fol- 
low suit shortly. 

Early this week reductions of 10 
to 15 per cent. were announced by 
Goodyear of Canada and the Do- 
minion Tire Company, both of 
Canada. 

Leading American manufacturers 
are expected to announce their new 
prices within a short time. 

BUICK HUNTINGTON CO. 
ORGANIZED IN WEST VA. 

Huntington, W. Va., Jan. 8.—For- 
mation of the Buick Huntington 
Motor Company, with offices and 
showrooms at 615 4th Ave., was an- 
nounced by a 
who have been identified for some 
years with the automobile industry. 
E. A. Hatcher is president and gen- 
eral manager of the organization; 
J. M. Vest is secretary, George Dun- 
can is sales manager and J. T. Mil- 
ler will have charge of the used car 
division. 


group of men here 
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ET. STRONG OF BUICK 
PREDICTS RETURN OF 
PROSPERITY IN 1931 


(Continued from Page 1) 


the resumption of plant operations 
in various lines of industry * will 
have upon the country as a whole 
it appears to me that one big veil 
of the depression finally has been 
lifted,’ said Mr. Strong. 

“We are now calling various 
groups of Buick employees back to 
their work and our plants will be 
up to normal strength within the 
next week or ten days. We are look- 
ing forward to spring with renewed 
interest, and the facts as shown in 
these first sales reports of the new 
year would seem to indicate a defi- 
nite trend upward.” 


OAKLAND PLANS BOSTON 
WHOLESALE WAREHOUSE 


8.- 
sale warehouse is to be opened here 
by the Oakland Motor Car Com- 
pany at 983-985 Commonwealth Ave., 


about the middle of January, as the 
distributing point for New England 
| of Oakland and Pontiac cars and 
parts. 

The warehouse contains 40,000 
square feet and will house also a 
new display room for dealers and the 
Boston zone offices of the com- 
pany. Similar warehouses are 
planned for Dallas, Kansas City, 
Atlanta, Philadelphia and Min- 
neapolis 


Boston, Mass., Jan. A whole- 


HARRIS WIRE CHARTERED 


Newark, N. J., Jan. 8—The Harris 
Wire Corporation to manufacture 
wire in this city has been chartered. 


New Oldsmobile Factory Dealer Plan 


2 


personal contact conference between factory | 
week at the Hotel Astor in New York. 


} scene 
| special attractions during this year’s 


‘William 


{during the week. 
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C. W. Nash Honored by 700 Guests at Pennsylvan 
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. A.C. C. Directors Adopt 


' Uniform New Model Date 


(Continued from Page 1) 


ing November and December which 
are natural months of decining 
sales. 

Bankers and finance companies 
handle dealer paper when new 
are in a much better position to 
models are offered in December be- 
cause they cover an_ up-to-date 
product for a full year, whereas, 
offerings in July, become a year old 
in .the insurance records and the 
used car markets within six months. 

Automobile shows will be made 
even more important than they have 
been during the past thirty-one 
years because, in most cases, prod- 
ucts, new to the public will be on 
exhibition. 

Of the greatest importance is the 
fact that with new models coming 
out in November and December the 
employment situation would be sub- 
stantially improved. Inventory-tak- 
ing would then come in September 
or October with immediate produc- 
tion of new models that should in- 
sure steady employment during the 
winter when dealers are stocking 
the new models. 

Dealers will profit by a prolonged, 
undisturbed selling season with a 
substantial decrease in storage and 
interest charges during the stocking 
period 


A. D. A. OF PITTSBURGH 
REPORTS ALL SPACE 
SOLD FOR SHOW 


New York, Jan. 8.—W. N. Owings 
manager of the Pittsburgh Automo- 
bile Dealers’ Association, announced 
during his visit to the Automobile 
Show here this week that every 
available inch of space in the Pitts- 
burgh Automobile Show is sold and 
that an army of men are now at 
work remodeling and completely re- 
|decorating Motor Square Garden 
where the show will be held Janu 
ary 17 to A pre-show din- 
ner meeting be held January 
| 16. 

Motor Square Garden will b: 
of many outstanding 


94 
<t 


will 


the 
and 


famous 
will 
broadcast a 
from 


Don Bester and his 
Penn Hotel Orchest 
play each day and 
special dinner pragram direct 
the show 

Each exhibitor's 


event 


ra 
re 


space on the main 


‘floor will be marked with neon signs 
, and 


all accessory shop 
parts and miscellaneous exhibits will 
be built around a beautiful hole 
golf course on the sub-floor. 
Three new automobile: 
given away to visitors at the show 
One car will be 
awarded on Tuesday night, one on 
Thursday night, and one Sat- 
urday night. 


equipment 


> 


¢ 
ae 


will be 


on 


ADDS BATTERY DEPARTMENT 

Hollywood, Cal., Jan. 8.—Vernon 
| Farquhar, Hollywood Tire Shop, 
Sunset Boulevard, has added a bat- 
‘tery department to his store, 


In the past, those dealers with 
new models offerings in mid-summer 
were obliged to sell against the gen- 
eral liquidation in the fall of models 
that are to be succeeded by new cars 
for the show. 

The board of 
voted unanimously for this 
gressive and long-desired change, 
included: A. J. Brosseau (Mack), 
Roy D. Chapin (Hudson), Walter P. 
Chrysler (Chrysler), A. R. Erskine 
(Studebaker), Robert C. Graham 
(Graham), Charles D. Hastings 
| (upmoHbile), F. J. Haynes (Frank- 
jlin), Alvan Macauley (Packard), 
William E. Metzger (Federal). L. A. 
| Miller (Willys-Overland), €. W. 
'Nash (Nash), Alfred H. Swayne 
(General Motors), R. W. Woodruff 
(White) and Alfred P. Sloan. Ja, 
(General Motors). 

Reports of the show 
factory and decidedly encouraging. 
|; The average attendance has com- 
| pared favorably with earlier years, 
though, of course, not equal] to the 
best 

Alfred 
General 
rector of 
Chamber 
unexpired 
signed. 


MERCER ANNOUNCES 
STAFF APPOINTMENTS 


NEW YORK, Jan. 8 
“‘ ment was made today by Harry 
M. Wahl, president of the Mercer 
Motors Corvoration. of the appoint- 
ment of B. D. Van Vechten as east- 
ern district sales manager. 

The new Mercer made its 
appearance today at the Hotel 
Montclair, where models bearing 
this old name are on exclusive 
hibition today, Thursday and 
day 

Among those in attendance 
special exhibit from 
factory Elkhart, Ind., are M. J. 
Graffis, chief engineer. who de- 
signed the new Mercer; J. G. Kelbe, 
assistant chief enginee) H M 
Wahl, president of Mercer Motors 
Corporation, who has just arrived 
in the city; Jules Howard, executive 
vice-president and B D Van 
Vechten. 
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| Classified | 
Advertising | 


Classified Rates 5c Per Word 


AGENTS WANTED 


AGENTS wanted for the new TELOFLASH 

spark plug. Ready January 15th Re- 
flects firing in engine at a glance Ter- 
ritory going fast. Write today Yale Mig 
Co., P. O. Box 777, Phila., Pa. 
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THE SHOW IS ENDED 


and the news has been covered 


QUICKLY 
ACCURATELY 
COMPLETELY 


in 


Automotive Baily News 


But there is another show at Chicago and the news 
coverage there every day by this publication will give the 
industry the whole story while the show is on. 


Get your space reservations to us now for the 


CHICAGO SHOW ISSUES 
January 24, 26, 2°77, 28, 29, 30 


Advertise to manufacturers, dealers, jobbers, fleet owners, 
bus operators, etc., while the show is In progress and 
interest at its height. 


Ammonia’ aily News 


TARANTOUS, Bus. Mgr. GRAYB AR BUILDING, NEW YORK CITY 





